








NO / GS 
r 17, 1954 ¥ 28 1350 


=—_—_—_— 





ation from 
sderick |, 
_ Redding 
course, a 
he course, 





K PLAN 


rge Many 
> Plan 
use 


eS where 
O the av- 
risk plan 
ording to 
ian Asso- 
dents, It 
continues, 
the per- 
erious ef- 
y’s public 


las been 
1 submit- 
f an as 
ing sufi- 
applica- 
ompleted, 
and an- 
plicant. 
the plan 
ose, and 
perly ad- 
is still a 
insurers 
r ground 
yr which 


ease 


rolina 


Valdo C. 
nounces 
v of the 
‘iting of 
1rance 
npensa- 
reau 0! 
ic hear- 
nber 28, 
xe over 
nation 
Novem: 
ew and 
ight in- 
to cost 
|pproxl- 
emiums 


ARTY 
nerican 
rer tail” 
osevell, 
r show 

music 
nd his 











he af- 
--privi- 






(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 
































—— 
Fifty-first Year, No. 47 NEW YORK, FRIDAY, NOVEMBER 24, 1950 


Published by The Eastern Underwriter Co., 41 Maiden Lane, New York, N. Y. Printed in U.S.A. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 





THE EASTERN UNDERWRITER 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 








$5.00 a Year; 25c. per Copy 














Worthwhile things deserve the best in protection 


TAKE Your Keys... 
And You KEEP Your Car 


If parking your car you should leave 


Federal Regulation 
Of Marine Insurance 
Rating Is Opposed 


; ; your key 
Bogardus Tells Marine Institute That's temptation for kids to go on 
Dinner Market Is Neither Monop- a spree! 


olistic or Discriminatory Here’s the easiest way to avoid all 


this trouble 





JOHN M. HANCOCK SPEAKER 


Get back to that car for those keys 
on the double. 








Talks on Atomic Development in 
International Field; Bogardus 
Reviews Marine Problems 


This ge with additional selling copy is 
reprinted in color on a handy blotter. Send for 
your supply. 








Any attempt at Government regula- 
tion of marine insurance rates would 
not only be prejudicial to the interest of 


—_ 
buvers of insurance but would destroy THE L on d on & La ncas h ire 
the American market which must be GROUP 
free if it is to meet competition of the THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM. 
world’s markets, J. A. Bogardus, presi- PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 

an Atl ws Mut a Lal f COMPANY OF NEW YORK > STANDARD MARINE INSURANCE COMPANY, LTD. 
dent of the Atlantic Mutual and also © (Fite Deponment) © ~~ LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


the American Institute of Marine Un- 








derwriters, declared last week. He made 








this statement at the 52nd anniversary 
dinner of the institute, held at the Wal- 
dorf-Astoria Hotel in New York, and 

attended by close to 300 ocean marine P l 

underwriters, company executives. naval au Ones 


officers, guests from foreign lands, and 


others. 

In presenting his report Mr. Bogardus At a dance there must be dancers and there must be music. 
touched upon numerous problems facing 
marine underwriters and also reviewed There may also be observers. For some of the audience are there 


activities of the last year. With respect 
to possible Government rate regulation 
he said: 


to enjoy the music and others are there to watch the dancers. But 


when Paul Jones calls for a dance everyone must grab a partner 


Federal Trade Investigation : ; 
ree ; and get into the circle. 
Marine underwriters and_ brokers 


have been journeying to Washington for 
many years, often in response to an in- 
vitation from some Government official 
or Congressional committee. This year 


The committee in charge of a sales conference would be wise 


to keep the whole program as completely cooperative as a Paul 


Washington decided to pay a return Jones dance. Everyone present can be involved, the audience just 
courtesy call to the market in the form ; TL: . . 
ol & tall delegation from the Pederal as actively as the platform group. This will make it really a con- 


Trade Commission. 

“Naturally we welcomed the visitors 
with open arms, but now as the months 
slip by we are wondering whether our There are various techniques by which the audience can be 
welcome should have been somewhat : 
more restrained. The delegation has 
grown so fond of us that it does not 
want to go home. 


ference, not just a lecture course. 


given a share in the program. For example, questions from the 


floor and answers from the floor, These can be fitted into the pro- 


“ ° . . . 

Marine underwriters and brokers gram and provide one thing that the meeting needs, the Paul 
have nothing to fear from a full and : 
lair investigation. Our market is not Jones idea. 


monopolistic, nor is it discriminatory; 
the forces of competition have free 


Play.” aa 


Guest speaker of the evening was John 
(Continued on Page 24) 


-_ THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
Brokers & Agents... ” a President 




















ome Dept, " & INDEPENDENCE SQUARE, PHILADELPHIA 




















SS A SO OT OE LECT 


Institute To Tell 
Insurance Role In 
Realm Of Economics 





Annual Meeting at Roosevelt; To 
Aid Secondary School Level 
Financial Security Study 


SOME OF THE SPEAKERS 


F. W. Hubbell, James E. Shelton, 
Dr. H. C. Hunt, Dr. H. C. Link 
Among Those on Program 





James E. Shelton, president of Ameri- 
can Bankers Association, will be guest 
speaker at the luncheon session of the 
twelfth annual meeting of Institute of 
Life Insurance on December 8. in the 
Hotel Roosevelt, New York, Holgar J. 
Johnson, president of the Institute, an- 
nounced. Mr. Shelton, who also is presi- 
dent of the Security- First National 
Bank, Los Angeles, will talk on “The 
State of the Union.” 

The annual meeting will be opened by 
Frederick W. Hubbell, chairman of the 
board of the Institute and president of 
Equitable Life of Iowa, who will speak 
on management meeting responsibilities 
of leadership. Dr. Herold C. Hunt, gen- 
eral superintendent of schools of Chi- 
cago and chairman of the national com- 
mittee on Family Financial Security 
Education, will follow with a talk on 
business cooperating in the field of edu- 
cation. The public interest in and reac- 
tions to what the life insurance business 
is doing about inflation then will be 
discussed by Dr. Henry C. Link, vice 
president of the Psychological Corpora- 
tion. Mr. Johnson will close the morn- 
ing session with a report on the year’s 
activities at the Institute. 

Following the luncheon session, there 
will be a short business meeting, includ- 
ing the election of five directors of the 
Institute in the class of 1954. The board, 
including the newly-elected directors, 
will hold an organization meeting imme- 
diately following the adjournment of the 
annual meeting. 

The meeting is of wide current inter- 
est because of its theme—“The Con- 
tribution of Life Insurance to Economic 
Education and Understanding.” Dr. 
Hunt’s talk will deal largely with par- 
ticipation of life insurance before the 
special committee of educators on a 
long range program of education in the 
realm of financial security at the sec- 
ondary school level. 

The Institute of Life Insurance now 
has a membership of 163 companies. The 
Institute was formed in 1939, 
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HARTFORD 15, 





@ i) CONNECTICUT 


“For years we've been a one-industry town—with a one-man 
industry. The owner had no son or heir in the business, either. 
We merchants used to wonder, ‘What's going to happen when 
old J.B. passes on?’ But, George Duncan, our Aitna Life man, 
had the answer. He sold J.B, the idea of business life insurance. 
About a month ago three of the plant's top men took over with- 
out any hitches. There was some sort of an agreement drawn up 
at George’s advice which made everything work smoothly. And, 
I understand the insurance gave J.B.’s widow good value for the 
business. All of us breathed a sigh of relief. Yes, sir, I'd like to 
be in the shoes of the man who saved our town’s prosperity.” 





“There goes the man 


who saved this town! 
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‘Columbia’s School of Business— 


Founded in 1916 It Became Graduate School of Business July 1949; 
Emphasis on Liberal Education; Philip Young Dean; Has Close 





Relations with Insurance, Finance, Business Executives 


Columbia University’s Graduate School 
of Business stands on the corner of 
Broadway and 116th Street in New 
York City. Housed in its own building, 
constructed in 1924 from the contribu- 
tions of Emerson McMillan and A. 
sarton Hepburn, it faces on one side 
the endless traffic of Manhattan. On the 
others it looks over the campus of the 
University, of which it is at once a 
unit and a supporting part. — Its loca- 
tion and outlook are indicative of its 
function. To the city it offers its grad- 
nates. From the city it asks the as- 
sistance and guidance it must have to 
educate men and women who will serve 
with distinction in their chosen careers. 


The Degrees 

Founded in 1916, the School of Busi- 
ness became the Graduate School of 
Business on July 1, 1949, and, from that 
time, only students who have received a 
baccalaureate degree have been admitted 
to matriculation. For both part-time and 
full-time students there are programs 
of study leading to the degrees of 
Master of Science, Master of Business 
Administration and Doctor of Philoso- 
phy. The programs leading to the two 
Master’s degrees are designed primarily 
for students seeking administrative and 
professional careers in business. The 
Ph.D. degree is offered to men and 
women interested in teaching and re- 
search. The full-time applicant for the 
MS. degree may fulfill the require- 
ments in one year, while the M.B.A. de- 
gree calls for a minimum of two years. 
Under either of the programs leading 
to the Master’s degree the student must 
elect a field of specialization. These 
fields are accounting, advertising man- 
agement, banking, economic analysis, fi- 
nance. insurance, industrial relations, 
management, marketing, public finance, 
public utility management or regulation, 
statistics, transportation and urban land 
use, 

Emphasis on Liberal Education 
Business education at Columbia has 
heen distinguished from the outset by 
its emphasis upon a liberal education 
as the foundation for administrative and 
professional training. To illustrate, Co- 
lumbia's feeling of the importance of 
background in the humanities, students 
entering the Graduate School of Busi- 
ness from the University’s undergrad- 
uate schools have on their record 90 
points in liberal arts. Students who en- 
ter the school from other universities 
are required to have a minimum of 60 
semester points of liberal arts in their 
undergraduate work. Such emphasis on 
the liberal arts provides a broad per- 
spective which enables the graduates of 
the School to be more than effective 
businessmen, 

Breadth of training is further em- 
phasized after the student has been ad- 
mitted into the school. To qualify for 
any of the advanced degrees he must 
have completed basic work in each of 
) prescribed areas of business. If this 
readth of business training is not ob- 
tamed before the student enters, his 
Program of study must include basic 
Courses in the following areas: account- 
Ing, banking, business finance, business 
‘AW, economics, economic geography, 
labor relations, management, marketing 
and business statistics. However, it is 
‘sumed that the student seeking an 
“9. degree has had work in at least 
‘IX of these areas, 
The School is seeking to develop men 


and women who not only have the spe- 
cialized knowledge required of persons 
in staff positions, but also have the 
broad training and perspective necessary 
for effective work in administration. In 
this connection, Dean Philip Young 
states, “Our primary aim is to develop 
in our graduates the ability to think, to 
talk, to write, and to listen, plus as 
much factual knowledge of business and 
understanding of its ramifications as we 
have time for. To put it another way, 
we also must constantly improve the 
quality of our students, for they repre- 
sent the semi-finished materials with 
which you (the employer) must build. 
It is my hope that by using these semi- 
finished materials you (the employer) 
will turn out a better finished executive 
of higher quality, in less time, at less 
cost and, I might add, without need of 
frequent replacement.” 


Dean Young 


Dean Young, who came to Columbia 
in 1948, has a broad background of ad- 
ministrative experience. From 1934 to 
1938 he was with the Securities Ex- 
change Commission and participated in 
a study of investment companies which 
resulted in passage of the Investment 
Co. Act. The following two years he 
was special assistant to the Under Sec- 
retary of the Treasury. His government 
service extended to 1944 and included 
appointment to the President’s Liaison 


Associate Dean Dodd 

David Le Fevre Dodd, associate dean 
of Columbia University Graduate School 
of Business, was appointed to that po- 
sition in 1948. He was in charge of 
courses in business and economics, 1926- 
45. He was a member of valuation of 
property survey conducted by Professor 
James C. Bonbright; and has been con- 
sulting expert on valuation of securities 
for private clients since 1928. 

His college education was at Univer- 
sity of Pennsylvania and Columbia, get- 
ting a B.S. degree from the former and 
an M.D. from the latter. 

In 1921 he became research assistant 
to the economist of National Bank of 
Commerce, New York City. In 1925 he 
became an instructor of economics and 
three years.later became instructor in 
finance. He~was made assistant pro- 
fessor of finance in 1930 and associate 
professor in 1938, becoming professor in 
June, 1947. 

In World War I he served as boat- 
swain and then as lieutenant in the 
Navy. He is a director of Graham- 
Newman Corp., and a member of Amer- 
ican Economic Association and Ameri- 
can Finance Association. 


Assistant Dean Eastwood 
R. Parker Eastwood, assistant dean 
in charge of the expanding program of 
part-time graduate studies at Columbia 
University Graduate School of Business, 








Columbia Graduate School of Business 


Committee, which was in charge of co- 
ordination of all foreign military pro- 
curement in the United States; a term 
as Deputy Lend-Lease Administrator; 
and a period as assistant to the Admin- 
istrator of the Foreign Economic Ad- 
ministration, as well as FEA foreign 
trade advisor and chief of its trade rela- 
tions staff. From 1944 to 1946 Dean 
Young was a member of the Supply 
Corps of the U. S. Navy, retiring with 
the rank of Lieutenant-Commander. He 
ended his active service in charge of 
the International Aid Division, which 
was responsible for the economic phase 
of the Navy’s Lend-Lease program. 


began teaching in a Nebraska rural 
school in 1917, attended University of 
Nebraska from which he received his 
Bachelor’s degree in 1922 and his Mas- 
ter’s degree the following year. He has 
been associated with Columbia since 
1924. While teaching there he continued 
his studies and, in 1940, earned his 
Ph.D. He was made an associate pro- 
fessor of business statistics in 1946. 
During World War MII, Professor 
Eastwood was technical expert with the 
New York Ordnance District, and with 
the Air Forces’ Office of Flying Safety. 
He has been a consultant on statistical 
procedures since 40, and was a mem- 








PHILIP YOUNG 
Dean of Columbia Graduate School 
of Business. 


ber of the New York Milkshed Price 
Committee for the preparation of a 
milk-pricing formula, from November, 
1947, to October, 1949. 

Assistant Dean Eastwood administers 
a developing program designed for 
college-trained men and women in busi- 
ness who want to study simultaneously 
for graduate degrees in business. The 
program makes it possible for business 
people to take basic graduate courses at 
at convenient hours. Late afternoon and 
evening sections have been scheduled in 
eight out of the ten subject areas that 
the Faculty of Business has prescribed 


as essential for a broad _ professional 
training in business. The degrees of 
master of business administration and 


master of science will be given. 
Reorganization Program 

Under Dean Young’s administration 
the Faculty of the school set forth on a 
program of reorganization and develop- 
ment. This broad program is still in 
force, and among the steps accomplished 
at the present time are these: 

1. Final conversion of the School of 
Business to an all-graduate institu- 
tion. 

2. Extension of services to the busi- 
ness community through the JET pro- 
gram. 

3. Enlarged offerings of undergrad- 
uate courses to other University de- 
partments. 

4. Assumption of administrative and 
financial responsibility for the Amer- 
ican Assembly. 


The JET Program 

The JET (Junior Executive Training) 
program is an example of the School’s 
concentrated effort to close the gap 
between business and business educa- 
tion. This program is designed to help 
men and women of demonstrated busi 
ness competence advance to positions of 
greater responsibility. Through JET it 
is now possible for well-qualified, em- 
ployed persons to receive graduate busi- 
ness training and a Master’s degree 
from the school on the same basis as 


(Continued on Page 22) 
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DEATH OF MRS. F. H. ECKER 


Wife of Diianepalinnn Life’s Chairman 
Drowned While on Carolina 
Fishing Trip 


The death at sea of Mrs.- Frederick 
H. Ecker, wife of the Metropolitan 
Life’s chairman, while a member of a 


during a visit to friends 
caused great regret 
in a wide circle of friendships. A woman 
of sparkling animation and charm, Mrs. 
Ecker was one of the most popular per- 
sons in New York City social circles. 

A cousin of the late President Ray- 
mond Poincare of France, Mrs. Ecker 
was the daughter of Dr. Philippe Dally 
of Paris; was educated on the Con- 
tinent and in England, and received a 
Master’s degree from Oxford University. 
A fine linguist, she was fluent in Eng- 
lish, French, Italian, German and Span- 
ish. She married Mr. Ecker in 1932. 

Mrs. Ecker was president of the 
American-French War Relief. Inc., be- 
fore this country entered World War 
II. In 1943 she was a sponsor of the 
French Seamen’s Foyer at 63 West 
Forty-fourth Street and only recently 
had been named a director of the New 
York Eye and Ear Hospital. Another 
of her interests was that of the theatre. 

The tragedy occured while Mrs. Ecker 
and her party were fishing in a rowboat 
all the occupants of which were thrown 
into the sea. Two members of the party 
rescued by the crew of a trawler. 


fishing party 
in South Carolina, 


were 


National Life Adds to Its 


Retirement Policy Plans 
National Life of Vermont has just re- 
leased to its field forces two new plans 
of insurance for retirement purposes. 
These are Endowment Annuity at age 
55 and Endowment Annuity at age 70. 
They provide $1,000 of life insurance or 
the cash value, if greater, for each $10 
of monthly income at the retirement 
age. The monthly income provided by 
the contract is guaranteed for at least 
ten years whether the insured survives 
or not, and optional guarantees of fif- 
teen and twenty vears for an adjusted 
amount of monthly income may be 
elected. 

These new policies complete a series 
of retirement forms. The company prior 
to this announcement issued three In- 
surance and Income policies at maturity 


ages 55, 60 and 65. These policies pro- 
vide for $1500 of insurance or the cash 
value, if greater, for a $10 per month 
ten years’ certain income. With this 
extension of Endowment Annuity con- 
tracts, Enc lowment Annuities are now 
available at four retirement ages—55, 60, 


65 and 70. 


All of these contracts are issued to 
both male and female lives. The Acci- 
dental Death Benefit, Waiver of Pre- 
mium Benefit and, on male lives, the 


Waiver of Premium and Income Benefit 
may be included in accordance with the 
National’s usual underwriting standards. 

The National confidently believes that 


these new policies will give its many 
agents in the field new tools with which 
they can provide adequate retirement 


plans for all their policyholders,” Agency 
Vice President C. Vance Shepherd said. 





Dr. Albert Seaton Dead 


Dr. Albert Seaton, widely known 
dianapolis physician and medical di- 
rector of American United Life, died 
at his home on Saturday, November 5, 
following an illness of three months. 

Born July 6, 1880, Dr. Seaton was a 
life resident of the Hoosier capital. He 
received his medical degree at Indiana 
Medical College in 1904 and interned 
at General Hospital for two years. For 
some years he practiced medicine and 
was a member of the American, Indiana 
State, and Marion County Medical As- 
sociations 

Dr. Seaton became medical director of 
American United Life in 1935 and later 
held the same position with the Hoosier 
Farm Bureau Life and the College Life. 


In- 


Berkshire Reenters State 


| re 


Berkshire Life has 


CHERRY, 





reentered 
H. Cherry, 


Carolina and appointed L. 


Jr., as general agent 
ters at 
cently he was general 
and South Carolina 

pany. He will have 
him his son-in-law, R. 
has been general 


pany for 


Southern Pines, 


for 


with 
NEC, 
agent 
another 
associated 
Gordon Faw, 
agent for another com- 
North Carolina. 
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HOME BENEFICIAL TO MOVE 


Home 


expects to move 


its new home at 3901 West 
the latter part of this month. 


during 


Beneficial Life, 


Richmond, 
its general offices into 
Broad Street 


Va., 
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LIFE 


Make Wm. D. Sullivan Officer 
Reserve Life Of Dallas 


William D. Sullivan has joined Re- 
serve Life of Dallas, Tex., as administra- 
tive vice president. He has had exten- 
sive experience in office management 
and systems control with The Pruden- 
tial, International Underwriters Corpo- 
ration, American Cyanamid Co. and 
Charles Pfizer and Co. 

With more than $2,000,000 a month in 
premium income, Reserve Life has found 
it necessary to develop new accounting 
methods for handling policy payments 
and records, claim payments and other 
phases of its operations. The company 
has developed an extensive use of me- 


chanical accounting machines, using 
punched cards for premium payment 
records and general accounting and 
statistical purposes. Mr. Sullivan will 


act as coordinator of systems and meth- 
ods for the entire home office organiza- 
tion of Reserve Life. 

A graduate of Columbia University 
with a degree in economics and_ busi- 
ness administration, Mr. Sullivan also 
completed post-graduate studies in office 
management at New York University. 
Later he taught office management 
courses at Rutgers and Seton Hall Uni- 
versities. During World War II he was 


air force administrative officer in the 
Contract Termination Division at Wright 
Field, Dayton, Ohio. Mr. Sullivan is 
active in the National Office Manage- 
ment Association, American Manage- 
ment Association and the Systems and 


Procedures Association. 





H. M. SPRITZER DEAD 


Agent Henry M. Spritzer of John 
Hancock died recently. He began with 
the John Hancock in 1937 in’ their 
Ridgewood, N. Y., district office, worked 
in the New York No. 2 district office, 


and was with the Flatbush district office 
at the time of his death. 








AGENTS 


EARN 


$25,000 


WRITE 


$1,000,000 


Rx MY FORMULA — HOW.-I-Dip.i7. 
AND "MILLIONAIRES SALES-KIiT" — 
16 PAGES — 


$10 Pestrsia 


How You Can Do It — 





Based on — 25 Years' Experience 
$10,000,000 Production 


Also includes Membership Card an 
Diploma and handsome Coat Lape 
Emblem. 


"Guardian of the Home" 





H. O. CLAYWELL 


616 INSURANCE BUILDING 


San Antonio 5 Texas 











HE STRENGTH AND CHARACTER 
of the Sun Life Assurance Company 
of Canada reflect the approval of 


one and a half million 


policyholders the world over and the 


& 


public confidence in the sound principles 


a 


ASSURANCE 





of service on which 


the Company is founded 


COMPANY OF CANADA «+ MONTREAL 





For Atlantic at Dallas 











JAMES H. STEVENS 





Atlantic Life has appointed the Jams 
H. Stevens Agency as general agetl! 
in Dallas to add life insurance services 
to the general insurance business 
Kenneth Murchison in Texas. They a 
the new. agency. Befor 
his association with Mr. Murchison att 
Atlantic Life, Mr. Stevens was supe 
visor of agencies western division witll 
Protective Life. Native of Oklahomé 
Mr. Stevens entered life insurance wit 
the Equitable Society of New York 
He was a major in the Army in World 


War II. 


partners in 
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V-I-DID.IT. Diabetes is a condition in which the body a result, diabetics usually live long and 





Some simple facts about 








:S-KIT" ~ is unable to utilize properly the sugarsand _ nearly normal lives. In fact, life expectancy 
starches in food. This condition is due to for the average diabetic today is double 

— a deficiency in the body’s supply of insulin. | what it was before insulin was discovered, 

aid However, the use of insulin, made from the and has increased even more for young 
pancreas of animals, has made the treat- diabetics. 


ment of diabetes increasingly effective. As 














perience 
ion 
Card and . ’ : 
pat Lope RESEARCH promises more effective treatments for diabetics 
Medical science is constantly im- There is continuing research on 
ome" proving the treatment of diabetes. other phases of the disease. Work 


Different types of insulin, which vary 
in speed and duration of action, have 
been developed to meet the varying 
requirements of patients. A new type 
of insulin, now under trial, combines 
fast action with long-lasting effect. 


with radioactive isotopes and other 
studies offer the hope for further 
progress in treatment, and perhaps 
for the prevention of some cases of 
the disease. 
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DETECTION is quick, and easily accomplished 


Sugars and starches cannot be util- 
ized satisfactorily by the untreated 
diabetic. As a result, sugar appears 
in the urine. Having periodic medical 
examinations that include a check 
for diabetes helps to insure early diag- 
nosis. If proper treatment is started 
at once, serious complications can 
usually be avoided. 

One recent survey showed that for 


every 4 persons known to have dia- 
betes there were 3 others who had it 
without knowing it. It is now possible 
for anyone who suspects diabetes to 
make a simple, inexpensive test at 
home for sugar in the urine. Kits for 
this test may be obtained at most 
drug stores. If the results of the test 
are positive, a doctor should be con- 
sulted for a complete examination. 

















TREATMENT is largely the patient’s responsibility 


Most doctors agree that the dia- 
betic himself largely determines his 
own future. Cooperation between 
patient and doctor, of course, is es- 
sential. Only the physician can de- 
termine whether or not insulin is re- 
quired, and in what dosage. He will 
also prescribe proper diet and advise 
about necessary exercise. 

Once the correct treatment is es- 
tablished, however, continued suc- 


cessful control of the disease depends 
mainly on the patient. He should be 
careful and faithful in following the 
prescribed instructions, and he 
should be alert for signs of possible 
complications. If the average diabetic 
observes these and other precautions, 
he can usually look forward to living 
a long life with almost undiminished 
activity. 











Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 





COPYRIGHT 1950——METROPOLITAN LIFE INSURANCE COMPANY 





1 Mapison AvENveE, New York 10, N. Y. 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 35,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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Says Group Won’t Hurt 
Market for Ordinary 


D. DOWELL ON N SALES TRENDS 
Says Millions Are a or 
Not Insured; Growth of Monthly 
Premium Payments 
Trends in life insurance production 
discussed by Dudley Dowell, vice 
oy York Life. in a talk made 
November before University of Ne- 
braska eccaae Institute. In view of 
fact that New York Life has entered 
Group insurance his remarks on_ that 
subject attracted particular attention. In 
the early davs, the average agent did 
extensive selling in a large untouched 
market which had a low public accept- 
ance of life insurance. Todav the career 
agent does intensive selling in a market 
which has high public acceptance but 
which is restricted and hichly cultivated. 
Over the next decade Groun sales are 
cert: Lin to move upward. Mr. Dowell 
said. Sales emphasis will turn more and 
more to medinm-sized and smaller firms. 
There are 42,000.000 emploves in the 
United States eligible for Group life. 
To date no more than 45% of them 
are covered—mostly in larger firms. In 
few years. associations of many 
small firms undoubtedly will become 

more common. 

Not Worried About Ordinary Life 

Market 

“Our companv is not 
this growth of Group 
narrow the market for Ordinary sales,” 
said Mr. Dowell. “Ouite the contrary. 
We are confident that Group insurance 
will supplement individual insurance 
hoth for the industry as a whole and 
for our company. Group is only a basic 
minimum of protection. and it provides 
this on a term basis. The average Group 
certificate is about $1.800 now which is 
certainly small enough to leave a large 
vap to be filled by individval insurance. 
Moreover, about 40%. or 8.000,000 per- 
covered by Gronp, heave no indi- 
vidual insurance and about 75% of those 
with Group have less than $1.000 of life 
insurance under individual nolicies. 

Mr. Dowell saw need of effective sales 


were 
president, 


next 


concerned that 
insurance will 


sons 


operation for a very close coordination 
between the Group and Ordinary de- 
partments within a company—‘“a coor- 
dinz ition that todav is not alwavs an- 


parent.” Particularly is this important in 
the matter of conversions when an indi- 


vidual leaves the coverase of a Group 
policy. The percentage of such conver- 
sions has been notorionus!v low, only 
about one out of 100 eligible exercises 
the conversion privilege. “These priv- 
ileges may well be liberalized. but in- 
centives to nrovide a better follow-up 
bv the Ordinary agent will also be 


needed,” he said. 

Need of More Consumer Research 

All things considered continued Mr. 
Dowell, it will be the Ordinarv depart- 
ments that will face many of the tough- 
est sales problems during the next dec- 
ade. “It is in Ordinary insurance that 
the rate of growth has been slower,” he 


said. “And there we must concentrate 
much of our consumer research and 
exercise our greatest ingenuity in mar- 
keting and in effective: sales promotion.” 


Mr. Dowell saw need of exploration 


in what may be labeled “Budget Insur- 
ance.” He also thought agency officers 
should control the drift toward term 
insurance 
“T want to suggest one possible change 
our marketing methods,” was another 
comment. “That is the increased use of 


monthly premiums. Today the agents of 
companies discourage payment on 
monthly basis. The companies them- 

selves pe nalize such a mode of pay- 
ments. Yet, there appears to be an 
unmistakeable movement toward the 
monthly premium. In New York Life 
only 6% of its total number of policies 
olve monthly payments. But last year 

206 + of new policyholders purchased in- 
rance payable by the month. This is 
surprising. Modern society is con- 

monthly payments, What 


most 


not 


1; a er 
ditioned to 


Hynes Joins N. Y. Equitable; 
Elected a Vice President 


G. DEWEY HYNES 


G. Dewey Hynes, formerly a_ vice 
president and director of Berkshire Life, 


has joined Equitable Society as vice 
president in charge of its city real es- 
tate department. 

A past vice president of the First 





leading industry serving consumers, other 
than insurance, places so much empha- 
sis on the annual payment? Not the 
sellers of cars or refrigerators or furni- 
ture and certainly not the seller of new 
homes. Why? Because monthly pay- 
ments have enabled those industries to 
sell more of their product. It is time 
the insurance industry re-examined this 
question.” 





————— 





TEN BIG FEATURES 


Sub-standard Term . . . Disability Income 
$10 per M... Non-medical—0 to age 40 
. .- Non-Can. A. & H.... Liberal con- 
sideration for overweights, members of 
armed services, aviation personnel, dia- 
betic and epileptic risks and waiver of 
premiums to females. 


Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, N. Y. C. 
WHitehall 3-7680 











Montelair, N. 
Hynes was named treasurer of Berk- 
shire Life in 1945. Two years later he 
became a vice president, and was elected 
to the Berkshire board of directors in 
1948. He is also a director of the Berk- 
shire Mutui il Fire Insurance Co. 

Born in Chatham, N. J.. Mr. Hynes is 
a graduate of Blair Academy and Col- 
gate University, where he starred in 
football and was chosen for the All 
Eastern team in his senior year. He 
lives in Glen Ridge, N. J., is married 
and has two children, a daughter, 18. 
now attending Cornell University, and 
one son, 13. 


Votes 50% Stock Dividend 


National Bank of foie. 


Stockholders of Jefferson Standard 
Life of Greensboro, N. C., have voted 
a 50% stock dividend, increasing the 


capital from $10,000,000 to $15,000,000. 


Mrs. Harnden Dies 


Mrs. Frances B. Harnden, wife of Dr. 
Frank Harnden. vice president and med- 
ical director of Berkshire Life. Pitts- 
field, Mass., died at her home Brodie 
Mt., November 9. Mrs. Harnden_ had 
been ill with a heart ailment for several 
months. 



































TRIBUTE TO LIFE INSURANCE LEADERSHIP 


Eugene M. Thore, General Counsel of Life Insurance Asso- 
ciation of America, speaking at the annual meeting of the Life 
Insurance Agency Management Association in Chicago last 
week, told what life insurance leadership has done in forthright 
handling of legislation and regulatory matters. Through care- 
ful planning and by properly approaching the issues, the indus- 


try has made significant forward strides. 


This determined and intelligent effort is characteristic of 
representatives of our business. The career underwriters of this 


agency feel that by applying the principles used so effectively 


our cause on a national scale but will also profit individually. 
We salute the associations who are doing an effective and never 
ending job in our behalf and pledge our support to these 


champions of this great business. 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 








in attacking legislative matters, we will not only be furthering. 








THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 





RCSA 
ROY CLARK SERVICE AGENCY 


Personalized Credit Reports 
Long Island—Metropolitan N, y. 


390 Hillside Ave., New Hyde Park, L, |, 
Fieldstone 7-0047 





| 


HERMAN REINIS) 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951.2.3 


es | 


H. W. Allstrom Retires 


Henry Willard Allstrom, vice preg. 
dent and trustee of Minnesota Mutual 
Life, has retired after 32 years of sery. 
ice with that company. He is a Fellow 
of the Society of Actuaries and _ has 
served as a member of the board of 
governors of American Institute of 
Actuaries. 


pebn D. Moynahan Dinner 


\ dinner honoring John D. Moynahan, 
new president of National Association 
of Life —— will be held in 
Chicago at Hotel La Salle November 2, 
It is sponsored by Life Agency Mana- 
gers of Chicago. Mr. Moynahan is a 
manager of Metropolitan Life. 























Jos. Froggatt, Jr., Editor of 
Proceedings New Society 





Kaiden-Kazanjian 


JOSEPH FROGGATT, JR. 


The newly formed association of actt- 
aries who act in a consultant capacity 
with the public, called the Conference 
of Actuaries in Public Practice, held its 
organization meeting in Chicago at the 
time that the American Life Conven- 
tion was having its annual meeting 
there. The conference had been incot- 
porated earlier in the year. Officers are 
Harry S. Tressel, president; Edward 
D. Brown, vice president ; Harley N. 
3ruce, sec ret: iry, and Doni tld F, Camp- 
bell, Jr., treasurer. All are from Chi- 
cago. Editor of the Proceedings wil 
be Joseph Froggatt, Jr., of New York 
City. There are three types of mem 
bership: consulting actuaries, company 
actuaries and Insurance Department 
actuaries. 


Hancock Continues Scale 

During 1951, John Hancock Mutual 
Life will continue the dividend scales 
used in 1950. The 1950 rate of interest 
allowed on the various funds held o 
deposit or retained under policy prove 
sions will be continued during 1951. 
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Rochester General Agent 
For Massachusetts Mutual 


CLARENCE A. GRIMMETT, JR. 


Clarence A. Grimmett, Jr., formerly 
assistant superintendent of agencies of 
Massachusetts Mutual Life, has been ap- 
pointed manager of the company agency 
at Rochester, N. Y., effective November 
1. He succeeds Charles H. Schaaff, 
formerly general agent, who is now 
wency vice president of the company 
in Springfield, Mass. 

Mr. Grimmett entered the insurance 
jusiness as an agent in the company 
agency at Birmingham. He was later 
named supervisor by General Agent 
Frank W. Drake. He then went to the 
home office as agency supervisor in 1949 
and was advanced to assistant superin- 
tetdent of agencies last February. He is 
agraduate of Alabama Polytechnic Insti- 
ttle where he majored in’ industrial 
engineering. 

The Massachusetts Mutual Rochester 
gency was established in 1889 and now 
las over 14,000 policies for $66,000,000 of 
msurance in force. 


Bankers Life Co. Changes; 
Steen Goes to Home Office 


_ William J. Steen, agency manager for 
Bankers Life of Des Moines, at Phila- 
lelphia, since March, 1948, has been 
pointed assistant superintendent of 
gencies for the company’s 16 eastern 
gencies, 

Edward J. Collins has been named 
gency manager at Philadelphia to suc- 
weed Mr. Steen and Robert C. Gilmore 
as been named agency manager at 
Nashington, D. C., to succeed Robert J. 
ohnson, resigned. 

The resignation of Paul Burkman as 
xency manager at Cincinnati, Ohio, was 
“80 announced by the Bankers Life. 
He will continue as a producer in the 
\incinnati territory. No successor has 
‘en announced for Burkman as yet. 
Mr. Steen’s appointment as assistant 
‘Werintendent follows two and a_ half 
rears of vigorous agency building at 
‘iladelphia. He has been with Bankers 
“M€ since 1945, joining the company as 
‘special agent following his discharge 
tom the Navy. 

Mr. Collins, supervisor in the Phila- 
elphia agency since October, 1949, 
oined Bankers Life after three years 
‘ith Penn Mutual. Mr. Gilmore orig- 
ally joined the Washington, D. C. 
‘gency of Bankers Life in 1935. In 1939 
Wr Was appointed agency manager at 
Vashington, He later returned to per- 
“nal production in the field and after 
wag in the armed forces during 
"orld War II returned to production 
otk again with the Bankers Life. 


Great-West Supervisor 

Great-West Life has announced the 
appointment of G. D. Elonka as a su- 
pervisor at Chicago. 

Mr. Elonka became associated with 
the company in 1946 while attending 
Michigan State University. Following 
graduation he was made supervisor of 
the Grand Rapids Branch in 1948 and 
subsequently was promoted to district 
manager at Lansing, Michigan, in 1949. 

In his Supervisory position Mr. Elonka 
will assist Earl M. Schwemm, CLU, 
agency manager at Chicago for Great- 


West. 


John Hancock School 


Fourteen agents of John Hancock re- 
cently completed a two-week course in 
the fundamentals of life underwriting 
at the company’s home office in Boston. 

Though the curriculum of the general 
agency school was built around prospect- 
ing, single-need selling and self-organi- 
zation, special emphasis was given study 
of the amended Social Security Act and 
all its implications. 

Instructors at the school were three 
agency assistants in the general agency 
department: M. Lakin Hunter, CLU, 
James M. Smith and Everett P. Walkey. 


P 
Guardian Life Conference 
Guardian Life held the first of a series 

of regional management conferences re- 

cently at the Hotel Statler in Cleveland. 

Principal topics of discussion were re- 

cruiting activity, selection problems, 

and the Guardian training program. 

Agency managers from Buffalo, Cleve- 

land, Detroit, Indianapolis, Louisville and 

Pittsburgh were present. 

The second in this series of confer- 
ences was held in Chicago this week. 
Chicago, Davenport, Kansas City and St. 
Louis were represented by Guardian 
managers at this meeting. 








One of the Great Moments of your life... Your First Baby 


Why it’s one of the most im- 
portant times to see your life 
insurance agent. 


Fragite and frightening. De- 
lightful and demanding. Bothersome 
but beautiful . . . that’s your baby. 
And this amazing, pocket-size bun- 
dle of noise has changed your life 
more ways than you can think. 


This is one of a series of full- 


during 1950 and 1951, reaching 13,000,000 peo 


The plain fact of him has given you 
a new responsibility, new things to 
think about, to care about, to plan. 
You have a new need for the secur- 
ity and protection life insurance 
provides. 

What do you do about it? Buy 
more life insurance? Not necessarily. 
It may be that all you have to do is 
adjust your present life insurance 
program—so that it has a flexibility 


that is planned to fit the new pros- 
pects and problems of your life. 

Providing life insurance programs 
of ‘“‘planned flexibility’’ to meet 
changing insurance needs has been 
our job for almost one hundred 
years .. . another good reason why, 
at the great moments of your life, 
you should talk over your plans 
with your Massachusetts Mutual 
Life Insurance Agent. 


Massachusetts Mutual 27 ssurance Company 


SPRINGFIELD, MASS. For nearly 100 years... a great name in life insurance. 


color advertisements appearing in TIME and the SATURDAY EVENING POST 
ple in over 5,000,000 homes. 
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LIAA Company Group 
Will Meet Here Dec. 7 


SCAN CURRENT PROBLEMS 





Winfield Riefler, Economist Assistant to 
Reserve Board Chairman, Guest Speak- 
er; Carrol Shanks To Be Heard 





Important questions affecting life in- 
surance and its policyholders will get 
close scrutiny when the Life Insurance 
Association of America holds its forty- 
fourth annual meeting in New York 
City on December 7. A substantial por- 
tion of the all-day meeting will be de- 
voted to open forum discussions of cur- 
rent problems by leaders in the business, 
according to the program now being 
sent to members and invited guests. It 
is expected that the Washington situa- 
tion will receive particular attention. 


Riefler to Speak 


Winfield W. Riefler, economist and as- 
sistant to Chairman McCabe of the Fed- 
eral Reserve Board, will be the guest 
speaker. Another address of outstanding 
interest to the life insurance executives 
will be given by Carrol M. Shanks, presi- 
dent of the association and president of 
the Prudential. In addition, there will be 
a number of reports bearing on the op- 
erations of the business. The associa- 
tion is again making special surveys to 
forecast the amount of new life insur- 
ance purchased, life insurance in force 
at the close of 1950, and disbursements 
to policyholders and beneficiaries. The 
results of these investigations will be 
announced at the meeting. 

There also will be a report giving the 
latest available data on life insurance 
investments and indicating trends in that 
field. 

The Program 


The meeting will get under way at 
10 a.m. on December 7 in the Hendrik 
Hudson Room at the Roosevelt Hotel. 
The presidential address by Mr. Shanks 
will open the sessions. There will then 
be various reports, after which the meet- 
ing will be turned over to the forum dis- 
cussions. 

Dr. Riefler’s address will open the 
afternoon session. Although his topic has 
not yet been announced, it is expected 
that he will analyze current and pros- 
pective economic developments and dis- 
cuss government policies that may be 
followed in meeting them. The forum 
discussions will then be resumed and 
will continue for the balance of the 
meeting. 


Luncheon—Directors Meeting 


The traditional association luncheon 
will be held in the Grand Ballroom at 
the Roosevelt between the morning and 
afternoon sessions on December 7. Plans 
are being made for an attendance of 
more than 500. 

The association’s board of directors 
will meet in the Ballroom Foyer at 
2 p.m. on the afternoon of the preceding 
day. The meeting will be open to repre- 
sentatives of any member company. 


Dr. Riefler’s Background 


Although he has occupied the im- 
portant post of assistant to the chair- 
man of the Federal Reserve Board only 
a little more than two years, Dr. Riefler’s 
experience in national monetary affairs 
goes back to 1923 when he first went to 
the board as a member of the Division 
of Research and Statistics. He sub- 
sequently served as executive secretary 
of its Committee on Bank Reserves and 
later as economic adviser to the execu- 
tive council. 

From 1933 to 1935 he was chairman 
of the Government’s Central Statistics 
Board and in 1934-1935 also served as 
economic adviser to the National Emer- 
gency Council. Since then, he has been 
a member of the faculty of the School 
of Economics and Politics at the Insti- 
tute for Advanced Study at Princeton. 

Program Committee 

The committee in charge of arrang- 
ing the program for the association’s 
meeting is: Richard B. Evans, chairman, 





Harris & Ewing 
WINFIELD W. RIEFLER 
president Colonial Life, East Orange, N. 
J.; Harrison L. Amber, president Berk- 
shire Life; Julian D. Anthony, president 
Columbian National Life; William A. 
Berridge, economist Metropolitan Life; 


Paul C. Buford, president Shenandoah 
Life, Roanoke, Va.; John A. Mayer, 
president Reliance Life, Pittsburgh; 


Adolph A. Rydgren, chairman Continen- 
tal American Life. 














mmm 
AS LIFE INSURANCE MU 
& ACCIDENT & HEALTH Y 
HOSPITALIZATION ¢ 
General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 
Manhattan — Long Island 
Write: PETER E. TUMBLETY 
First Vice President 
EMPIRE STATE MUTUAL LIFE INSURANCE Co. 
60 East 42nd Street New York City 
J. W. Lawrence Director of Marks 20th Anniversary 


Training, Pacific Mutual 
Pacific Mutual Life has appointed 
John W. Lawrence, CLU, as director of 
training to meet the needs of its expand- 
ing program. For several years he has 
been with Prudential as manager at Salt 
Lake City and Houston. He has been 
active in the Life Underwriter Train- 
ing courses, has also taught CLU 
courses and holds the Agency Manage- 
ment Certificate as well as the CLU 
designation. He is a 32nd degree Scot- 
tish Rite Mason and Shriner. 














Ye Olde Maine Almanac For 1950 





Q. Define Honesty? 








His cart was a caravan, 
Piled high with every kind 

Of item you could name, 
Besides something hitched behind. 
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PROGNOSTIX 


EMBERS from the HEARTH 





RESOLVE - Sell Union Mutual 
Insured Savings Plan 


SLIPPERY - Good time to sell 
Union Mutual Non-Can SEA 


Income Tax Time - review of 
business reveals need for 
Business Insurance € 


SPRING - renewed titality for 


selling Union Mutual Preferred 
Risk 






Union Mutual Double 
Protection Plan sells easily 





Family Income moray 


VACATIONS - Retirement 
Plans provide future vacations 


Back to work - ideal Program- 
ming time 


SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 


New Homes ready - Mortgage 
Retirement protects family 
Group and Wholesale make fine 
Xmas gifts for employees 

XMAS - Let the season 








AMH NoZIAo WMH AGA BGK ZOu KAZ BVA RAD OMT ZA 


The salesman of yesteryear recognized the 
value of carrying a complete line of. =) 
merchandise . .. everything that his 
customers could possibly want. Today, 
Union Mutual representatives, applying this 
same philosophy, find that our complete sales 
kit makes it possible for them to render a well 


WEDDINGS - Need for _ > rounded public service and with profits plus 


for them. 
Life Insurance and Noncancellable 
Sickness and Accident .. . is playing an in- 
creasing part in the sales program of our 

successful life underwriters.’ 2 $ Records 
prove that Non-Can sales § 


sales and Life sales increase Non-Can sales. 


Fon 


The combination sale . . . that of 





increase Life 
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Life Insurance Company , 


ROLLAND E. IRISH, President 
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HERMINE R. KUHN 

Hermine R. Kuhn, general agent, 
Manhattan Life, New York, recently ob- 
served her twentieth anniversary in the 
life insurance business. Miss Kuhn er- 
tered life insurance sales work in 1%) 
as an agent of the Equitable Life Assur- 
ance Society. 

She has been a consistently successftl 
producer ever since, and in recent years 
her personal production has averagel 
$700,000 annually. Active in the Women’ 
Quarter Million Dollar Round Table 
since its inception, she is a life ani 
qualifying member, She qualified for the 
Million Dollar Round Table in 1946. _ 

Prior to her appointment as _ generi 
agent of Manhattan Life, Miss Kuhn 
served for seven years as first field a 
sistant at the home office. She was te 
sponsible for the organization of tralt- 
ing programs for agents, general agents 
and supervisors at the home office. 


New School Brokerage 


Course Starts December ! 

The New School of Social Reseatti 
which conducts its insurance courses ! 
New York’s uptown insurance disttt 
at the McMillen Institute, 347 Madiso 
Avenue, opens its new semester on De 
cember 4 to prepare students for the 





March, 1951 insurance broker's licen 
examination. Classes are held Mona}: ‘ 
Wednesday and Friday evenings at a 
p.m. Size of the classes is limited, s 
that each student may receive the bent: 4 
fits of personalized instruction. Tutto 
for the complete course is $50, plus 4° 
registration fee. a 

A special brochure fully describing 
this course is available upon request © 
the New School, 66 West Twelfth Stree: 
or the McMillen Institute, 347 Madiso 
Avenue, New York City. 
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Great-West Life Appoints 
Robert E. Cook at Detroit 





ROBERT E. COOK 


Great-West Life of Winnipeg has ap- 
pointed Robert E. Cook as assistant su- 
perintendent of agencies with headquar- 
ters at Detroit covering the branches 
in Michigan, Ohio, Indiana, Illinois, Mis- 
sour, Kansas, Minnesota and North 
Dakota. 

Graduate of Michigan State Univer- 
sity, Mr. Cook has been supervisor in 
the Arthur P. Johnson Agency in De- 
troit and has also been among the com- 
pany’s leading producers. Previously he 
was district manager and agency man- 
ager for another company at Lansing. 





Hear Asa V. Call 

Asa V. Call, president, Pacific Mutual 
Life, last week addressed field organiza- 
tions of three prominent Pacific Mutual 
agencies, thus winding up a short series 
of flying visits to various parts of the 
country. 

Mr. Call’s visits, each made on the 
occasion of a formal banquet, were in 
recognition of outstanding production in 
a recent inter-agency sales contest. The 
three winning general agencies are the 
’. M. Ganster Agency, Pittsburgh; 
Hazen Exeter Agency, Salt Lake City; 
and Rappaport Agency, Chicago. 

In his message to these representative 
groups of field leaders, Mr. Call empha- 
sized that their selling has an especial 
value and importance in this nation’s 
economy. 

Recognizing life insurance field under- 
Writers as experts on the subject of 
“real security,” Mr. Call pointed out 
that security has to be produced; and 
can only be accomplished when we pro- 
duce more than we consume. He called 
attention to the fact that those who sell 
life insurance are actually building 
security in two ways: They are helping 
their clients to establish personal in- 
come security for the future, and at the 
same time promoting over-all national 
security for the future by channeling 
into life insurance savings which will be 
Invested in productive enterprise. 





GROUP REPRESENTATIVE 
Great-West Life has announced the 
appointment of M. Charles Baumgarten 
as Group representative in the Earl M. 
Schwemm Agency at Chicago. Prior to 
his appointment he was assistant super- 
Visor in the same agency. 


—— 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 





INDIANAPOLIS OMAHA 








To Honor John D. Moynahan 

A testimonial dinner will be given 
John D. Moynahan, CLU president, Na- 
tional Association of Life Underwriters, 
sponsored by the Life Agency Man- 
agers of Chicago on November 29, Re- 
ception will be held prior to the dinner. 

Hans A. Franke, 


Agency Managers of Chicago, announces 


president, Life 
that the committee in charge of arrange- 
ments is composed of Edson Chapman, 
manager, Metropolitan Life, Chairman, 
Philip B. Hobbs, Equitable of New York, 
Elmer Union Central Life 
and Earl C. Jordan, Massachusetts Mu- 
tual Life. 


Grandson; 


Mr. Moynahan was elected president 
of the National Association of Life Un- 
derwriters last September in convention 
held at Washington, D. C. He is Man- 
ager of the Berwyn, Illinois branch of 
Metropolitan Life. He is past president 
of numerous life insurance organizations 
including Life Agency Managers of 
Chicago, Chicago Life Underwriters As- 
sociation, American Society Chartered 
Life Underwriters, Chicago Chapter 
Chartered Life Underwriters and _ Illi- 
nois Association of Life Underwriters. 


New York City Association 
Business Forum November 28 


The Life Underwriters Association of 
the City of New York will hold a busi- 
ness forum Nevember 28 at the Hotel 
Astor. Harold N. Sloane, CLU, general 
agent, Continental Assurance, the asso- 
ciation’s educational vice president, an- 
nounced that the speakers will be 
Samuel L. Zeigen, CLU, general agent, 
Provident Mutual, New York and John 


O. Todd, CLU, general agent, North- 
western Mutual, Chicago. Mr. Zeigen 
will discuss “Partnership Insurance— 


Legal Aspects.” Mr. Todd, who is chair- 


man of the 1950 Million Dollar Round 
Table, will have for his subject “The 
Sales Aspects of Business Insurance.” 


The meeting will start at 2:30 and at 
the conclusion of the program questions 
will be answered from the floor. At- 
tendance at the meeting is restricted to 


members only. 





APPOINTS JACK WHIFFEN 

Jack Whiffen, CLU, has been appoint- 
ed general agent in Madison, Wis., for 
Lincoln National Life. Mr. Whiffen be- 
gan his sales career while a student at 
the University of Wisconsin and has 
been a Lincoln National representative 
in Madison for the past sixteen years. 
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BANKERS 
Life ) 





garners 


“Sure, Earl, all engaged couples are good prospects to interview for 
more insurance—but not when they're in a parked car! 


Bankerslifemen Are Helpful 
to Each Other 


Bankers/lifemen like to be helpful to their compatriots .. . 
and they don’t wait until one is in trouble like the illustration 


shows to offer their help. 


This feeling of mutual helpfulness is instilled in typical 
Bankers/ifemen right from their earliest days in their agency 
offices. It is developed and fostered through the home office 
conducted schools which carry them through their first three 
years in the business. By that time it is so thoroughly in- 
stilled that it is naturally continued. 


This cooperative spirit is just one of the characteristics 
that makes the typical Bankersl/ifeman the kind of life 
underwriter you like to know as a friend, fellow worker or 


competitor. 


Bankers /ife ComPANY 


DES 


MOINES 


Sees Need to Expand 
All Group Protection 


TO AVOID ITS SOCIALIZATION 
E. B. Whittaker, Vice President of 
Prudential, Tells Insurance Confer- 
ence of Am. Management Assn. 


Chicago—Despite a phenomenal in- 
crease in the number of wage earners 
covered by Group insurance, American 
business men must constantly review 
such programs to make sure they pro- 
vide the protection for which they were 
intended, Edmund B. Whittaker, vice 
president of The Prudential said. Fail- 
ure to do so, he warned, might mean 
that the system of private enterprise 
could pass by default to social planning. 

Speaking before the American Man- 
agement Association at the Drake Ho- 
tel, Mr. Whittaker said certain trends 
in Group insurance must be recognized 
if socialization is to be avoided. He 
enumerated them as: (1) Increased hos- 
pital and surgical-medical benefits to 
cover both increased costs and a realis- 
tic appraisal of the individual burden, 
(2) More understanding between insur- 
ance carriers and those who give the 
actual service, (3) Greater amounts of 
individual Group life coverage and (4) 
More attention to coverage on catas- 
trophic illnesses in policies providing 
hospital, medical and surgical expense 
coverage. 


Medical Costs Have Soared 


“Hospitalization costs have soared, 
basically because of the nation’s eco- 
nomic inflation,” Mr. Whittaker told the 
delegates to the Association’s fall in- 
surance conference. “They have in- 
creased also, over the long stretch, be- 
cause hospital methods have improved 
in extent and quality and expensive new 
drugs have been developed. The dollars 


that were sufficient yesterday to pay 
hospital charges are no longer ade- 
quate.” 

Cooperation of the doctors has not 


been sufficiently solicited, Mr. Whittaker 
claimed and, as a result, “the medical 
profession, generally, does not at pres- 
ent accept the indemnities in our poli- 
cies in full payment for their services 
on surgical cases. Until surgical fees 
and insurance mechanism reach closer 
conformity, our defense against national 
health insurance will be vulnerable.” 

In addition to his discussion of hos- 
pitalization insurance, Mr. Whittaker 
spoke on the growth of pension plans 
and how they have been affected by the 
recent changes in the Social Security 
Act, and the widespread agitation for 
state temporary disability benefit iaws. 
Increased social security benefits, he 
said, compensate to a large degree for 
recent increases in living costs. None- 
theless, it would appear wise, he said, to 
review all pension plans to determine 
if they should be amended so as to 
integrate them with Social Security and 
provide employes with more equitable 
and sounder retirement programs. 

Temporary disability insurance, he 
said, seems destined to spread through- 
out the country. He contrasted state 
monopoly plans such as Rhode Island’s 
which he said was adopted while every- 
body “was asleep,” with plans provid- 
ing for private insurance at the employ- 
er’s option, and added, “It seems to 
me that we have but two courses of 
future action. We can rest on the 
laurels won by private enterprise—turn 
over for another nap—and wake up to 
find ourselves with numerous Rhode 
Island type laws or a national monopoly 





(Continued on Page 12) 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 














a 











Page 10 

















Saas 
== THE EASTERN 


—————___ 









Sea 


pr eae i 











November 24, 195 








Ralph T. Heller Made 
Prudential 2nd V.P. 


HEADS ITS CLAIM DEPARTMENT 





William J. itieey Made General 
Manager, F. R. Gibney Asst. General 
Manager and Philip Ruehl Mer. 


The Prudential announces the election 
of Ralph T. Heller as second vice presi- 
dent and head of the Claim Department 
succeeding the late Albert F. Jaques. 

Mr. Heller’s promotion marks the cul- 
mination of more than thirty years of 
service with The Prudential. He started 
with the company as a mail boy in 1918, 
After a brief time as a bookkeeper, he 


was transferred into claims work and 
has remained in that phase of company 
operations ever since. He has been serv- 
ing as general manager of the depart- 
ment. 

In addition to his work with The Pru- 


Mr. 


trade bodies. 


dential, Heller is active in various 
He has long been a mem- 
the 


International 


served executive 


the 


ber, and has on 


committee, of Claims 
\ ssociation. 

At the same time William J. McBur- 
ney was advanced from assistant gen- 
eral manager to general manager, and 
Fred R. Gibney named assistant general 
manager and Philip Ruehl made mana- 
ger. 


Mutual Benefit Exhibit 
Mutual Benefit Life, Newark, is dis- 
playing a new exhibit in the Fulton 


Street show window of the Alfred M. 
Best Co., New York City insurance 
publishing firm. It is the third of a 


series of historical exhibits prepared by 


leading fire, casualty and life compa- 
nies. 
Two contrasting pictures of New 


York’s Wall Street are the center of 
the exhibit. One shows the famous 
thoroughfare in 1845 when Mutual Bene- 
fit Life was organized and had its first 
New York office at 11 Wall Street. The 
other picture shows the heart of the 
financial district today, focused still on 
11 Wall Street which is now the back 
door of the New York Stock Exchange 
Building. 

To the left of “Wall Street Yester- 
day” is a poster displaying century-old 
letters from agents reporting their sales 
difficulties, e.g., prospects who believed 
life insurance a wicked fling in the face 
of Providence; or an apathetic public 
which did not respond to a notice posted 
in the post office that life insurance 
policies would be written by a certain 
citizen in Bath, Maine. 

To the right of “Wall Street Today” 
is a poster displaying Mutual Benefit 
Life’s modern sales techniques—an ex- 
hibit of the Analagraph, of national 
advertising of Mutual Benefit Life pro- 
gramming procedures, of the company’s 
special business insurance plans. 

On the floor of the window are three 
posters dramatizing the development of 
Mutual Benefit Life contract and 
service during its century of history. 

The display was planned by Mildred 
F. Stone, director of policyowner serv- 
ice, and carried out by Will Black and 
Walter Nabb, staff artists, all of Mu- 
tual Benefit Life home office. It will be 
shown throughout November and_ the 
first week of December. 


1 
tne 


Washington General Agent 
Of Equitable Life of Ia. 


DEWITT W. ZOOK 


Equitable Life of Iowa has appointed 


DeWitt W. Zook as general agent at 
Washington, D. C. filling the vacancy 
in the retirement of J. E. Rice who 


headed the agency for many years. Na- 
tive of Washington, Mr. Zook was for- 
merly connected with Sun Life of 
Canada there as field underwriter and 
district supervisor and is active in civic 
and social organizations. 





Bankers of Iowa Report 

September 1 figures of new business 
issued and paid for in Bankers Life of 
Des Moines, showed that both Ordinary 
and Group insurance had increases for 
the month of August and for the first 
eight months of the year over cor- 
responding 1949 figures. 

The eight-months’ total of $124,532,627 
was more than $26 million over the 
same figure of a year ago. Group busi- 
ness sold so far in 1950 totaled $43,127,- 
211—an increase of more than $24 mil- 
lion over the first eight months of 1949, 
New Ordinary business sold since Janu- 
ary 1 showed an increase of more than 
$2 million over the year-to-date figure 
of a year ago. 

The new business total for the month 
of August was $15,990,428—almost $5 
million more than the August, 1949, to- 
tal. Ordinary insurance accounted for 
$11,401,728 of this year’s August figure 
and Group accounted for $4,588,700. 

Insurance in force in the company 
reached the new high of $1,518,030,502 
by September 1, with Ordinary insur- 
ance accounting for $1,240,516,988 of this 
amount. Group insurance in force to- 
taled $277,513,514—an increase of more 
than $40 million since the first of the 
year. 


PACIFIC MUTUAL DIVIDEND 

Pacific Mutual Life will increase pol- 
icvholders’ dividends. Announcement of 
the new dividend scale, beginning Janu- 
ary 1, 1951, and affecting policies based 
on 24%% and 3% reserve, was made by 
Oscar Swenson, the company’s actuary. 








LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








WE SERVE AS YOUR OFFICE 
Our address and phones listed in 
your name. Messages and orders 
taken; mail forwarded. $5 per mo. 
Hudson Term. Bidg., 30 Church St. 

WO 2-4596 
A. L. WYNNE 
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RETIREMENT INCOME ENDOWMENT 


65 
Amt. $10,000 Age 35 Annual Prem. $477.70 
At 65 


Guaranteed Cash Value......$15,870.00 
*Accumulated Dividend .. 4,394.20 
Total Cash Value ........ 20,264.20 
Premiums Deposited .... 14,331.00 
PEGI sccscencesccssesccessseens SESS AO 


““Over 2% compound interest on annual deposit. 
“Dividends not guaranteed — based on 1950 scale. 


PETER B. FLEMING AGENCY 
Mutual Trust Life Ins. Co. 


175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y. 
WHite Plains 8-5175 WoOrth 2-4596 
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PRUDENTIAL WAR CLAIMS 


Company Has Been Accepting, as Proof 
of Death, Telegrams Sent to 
“Next of Kin” 

Since the outbreak of the Korean war, 
The Prudential has been accepting, as 
proof of death, telegrams sent to “next 
of kin” by the various Department of 
Defense agencies. The war-claims prac- 
Mc- 


official, to a 


tice was reported by William J. 
Burney, company claim 
recent gathering in Washington, D. C., 
of 125 Prudential claim department per- 
sonnel, 

“The government agencies are proc- 
essing the reports of death under the 
system established in World War II,” 
he said, “and we have been able to 
continue to accept the telegrams as 
proof for claims paid in the field as 
well as the home office.” 

Mr. McBurney, who is assistant gen- 
eral manager of the company’s claim 
department, stated that as of the end 
of October, Prudential has received 413 
death claims resulting from the Korean 
war. The claims total $281,500. 

He was one of several Prudential ex- 
ecutives to address the meeting whose 
attendance included 89 company claim 
inspectors from various sections of the 
United States and Canada. Other speak- 
ers included Harold M. Stewart, CLU, 
executive vice president; Louis R. Men- 
agh, Jr., vice president and comptroller; 
Sylvester C. Smith, Jr., general counsel; 
Reid S. Moule, company counsel at Buf- 
falo, N. Y.; Frank A. Weidknecht, as- 
sistant counsel; Ralph T. Heller, gen- 
eral manager and Henry A. Hartley, 
claim manager and chairman of the 
meeting. 





HOME OFFICE—EAST ORANGE, N, | 


WE’RE LOOKING 
FOR A TALL MAN 














the 
firmly 


One with his head in 
clouds feet 
planted in the ground. An ag. 


gressive man fired with ambi- 


and his 


tion, but possessing stability and 
background. 


Our newly-created Ordinary 
Agency Department offers this 
man a worthwhile opportunity 
to capitalize on his ability to 
build his own General Agency. 


Ordinary General Agencies 
are available in New York, New 
Jersey, Pennsylvania and Con. 
necticut. 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 









We cordially invite 
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Lire INsuRANCE Company 


OF AMERICA 
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Mutual of N. Y. Leaders 


The Chicago (Persons) agency of Mu- 
tual Life of New York led all the com- 
pany’s agencies throughout the country 
in volume of insurance sold during Oc- 
tober, it was announced by Stanton 6. 
Hale, vice president and manager ot 
agencies. The agency is managed by 
Henry W. Persons. ; 

The Grand Rapids agency, Charles E. 
Brown, manager, held first place in 
number of policies sold during the pe- 
riod and was third in volume. 

Cleveland, managed by Edward C. 
Danford, CLU, held second place im 
both volume and policies sold. The New 
York (Myer) agency, managed by 
Richard E. Myer, CLU, was third in 
policies sold. 
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Brooklyn Association 
Hears H. D. Josephson 


GIVES EXCELLENT SALES TALK 





Recommends Mastering Five or Six 
Different Closes; Annual Sales 
Congress January 12 





Members of the Brooklyn Branch of 
the Life Underwriters Association of the 
City of New York heard a stimulating 
sales talk by Halsey D. Josephson, CLU 
general agent iM New York for Connec- 
ticut Mutual. Mr. Josephson was intro- 
duced by Bernard M. Eiber, CLU, gen- 
eral agent, Mutual Trust Life, Brooklyn, 
president of the Brooklyn branch. 

If an insurance man were to leave his 
present location and go to a strange 
city where he had no friends or ac- 
quaintances, Mr. Josephson remarked, 
he would have to take inventory of his 
present sa'es methods if he wanted to 
be a success. If such a situation were to 
develop the basic problems would be 
people and selling. The first step, the 
speaker said would be to make sure 
you become interested in and become 
an active participant in community ac- 
tivities. Find out about local business— 
what ones are making money, and learn 
the names of influential people. Get 
friendly with the people you buy things 
from and learn the names quickly of the 
children your children play with and 
meet their fathers. Also vou should get 
on friendly terms with the officials of 
the school. It is important too, that 
your wife be aware of your business 
problem so that she can help you in 
your campaign to meet people. 


Use a Little Book 


Mr. Josephson recommended using a 
little book to enter the name of every 
person you hear about, see or read 
about, as they represent potential 
cients. By using a book you become 
alert to names. 

It might be well the speaker said, to 
declare a one-year moratorium on tech- 
nical study and education, so that full 
time could be devoted to meeting people. 
You should think about selling, how you 
would do it, how to arouse interest, also 
your sales presentation. If you decide 
that your sales presentation is good, 
continue to use it, if not develop a new 
one. 

Although service is one of the impor- 
tant factors for success, and a difficult 
thing to talk against, Mr. Josephson 
said, in a locality where the fieldman is 
unknown he should at first concentrate 
on people and selling and let service 
wait a little while. He pointed out that 
In a community where the fieldman is 
established a certain number of sales 
require no salesmanship at all, such as 
those from friends, acquaintances, ete., 
but in a new location there won’t be any 
easv sales. : 
Think of the greatest sale you ever 
made, Mr. Josephson suggested, think it 
over and see if there is a lesson in it. 
Perhaps there was some specific reason 
why that sale was made and if that prin- 
ciple could be applied in all sales the 
result would be an improved perform- 
ance, 

Closing 


_About closing, Mr. Josephson said that 
fve or six attempts should be made. 
The close is still the pay-off and if 
Improperly presented all the things that 
£0 before can be wrapped up and 
thrown away. Try using a motivating 
story. After the presentation call the 
Prospect’s attention to the piece of mind 
he will get knowing that his family and 
he himself will be provided for. Tell 
them to act now as it is quite probable 
that he may prove to be uninsurable at 
a later date. Where the prospect feels 
that it is too costly, Mr. Josephson sug- 
gested calling to his attention that any- 
thing worth doing involves a_ sacrifice. 
ecide to master five or six closing at- 
tempts as you can’t afford to let pros- 
Pects get away. Concluding Mr. Joseph- 
Son said that it may be a good idea to 





Chidnoff 
HALSEY D. JOSEPHSON 


occasionally pretend you had to reestab- 
lish yourself in a new and strange com- 


which is familiar to you. 


3rooklyn branch will be held January 
12 at the Hotel Guest associa- 


Manhattan 





















EASTERN LIFE INSURANCE COMPANY 


OF NEW YORK 
LOUIS LIPSKY, 386 FOURTH AVE. HARRY YARIN, 
President NEW YORK 16, N. Y. V. P. and Secretary 


Issues $10 Monthly Income Disability Benefits 

per $1,000 of Insurance up to $150 a month. 
One and Five Year Renewable Term, Ten Year Term and Term Expectancy; Mort- 
gage Protection Insurance; Family Income Riders; Juvenile Insurance; Insurance with 


Annuity; Life Premium Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; Also Sub-Standard Policies Issued. 


General Agencies available in New York, New Jersey 
and the District of Columbia 


For further information write to MURRAY APRIL, Director of Agencies 


"A Company with a Friendly Atmosphere” 















Irving Olds and Dr. Cole 


Elected TIAA Trustees 


Irving S. Olds, chairman of 


you 


of TIAA. 


Steel Corp., has been elected a trustee 
of TIAA Stock of Teachers Insurance 
location, & Annuity. This is a special corporate 

group to hold TIAA stock in trust. 
the Dr. Charles W. Cole, president 
Amherst College, has been elected as 
policyholder representative on the board 



































Mission Accomplished 


“...and in more ways than bagging a deer. Hunting has been in my blood 
ever since childhood. Selling insurance in a large, crowded metropolis meant 
little time for sports. 

“Friends in Colorado invited us on a deer hunt—our first trip out 
West. We not only saw deer, but a new world—a world of prosperous, 
bustling cities and farm communities in which people lived RELAXED! 

“Conversations with a few insurance men in Denver convinced me 
the greatest opportunities for growth existed in the West. Of the companies 
I called on, Capitol Life offered the most secure future. Today, two years 
later, I'm assistant agency manager in a thriving, healthy city in Oregon. 
For us, this NEW way of living—with immediate access to the outdoors has 
given us a richer, fuller, healthier life than we dreamed possible.” 

To qualified Field Underwriters and Agency Managers in search of a 
NEW way of life in scenic, healthful surroundings, our agency expansion 

program offers genuine economic security in most west- 


Write us for complete details. 


THOMAS F. DALY II 


Directorof Agencies 


The GAPITOL LIFE 


INSURANCE COMPANY 


Established 1905 


CLARENCE J. DALY, President HOME OFFICE, DENVER 








Coast Group Manager for 
Massachusetts Mutual Life 





Arthur Johnson 


JAMES W. LILLEY, JR. 


Massachusetts Mutual has appointed 
James W. Lilley, Jr. Group regional 
manager for the Pacific Coast located 
in Los Angeles. He has been a Group 
representative for John Hancock at Los 
Angeles, formerly was unit manager 
there for New World Life. Native of 
Georgia, he is a graduate of University 
of Southern California. 





State Mutual Has Best 
October in Its History 


The field organization of State Mu- 
tual Life, Worcester, was_ recently 
notified that Ordinary production for 
October, 1950 exceeded any October in 
the company’s entire 106-year history. 

Ordinary paid for amounted to $9,474,- 
511, an increase of 14% over October 
of last vear. The ten months’ Ordinary 
paid for shows a gain of 28% over the 
same period for last year. 

Total Group production for the year 
to date more than doubled the production 
for the same ten months of 1949, the 
gain in Group life production amounting 
to 75% and the gain in Group casualty 
amounting to 238%. 


WITH PRUDENTIAL 25 YEARS 

Herbert C. Forth, for the past 14 years 
a district agent for The Prudential in 
San Diego, has completed a quarter cen- 
tury with that company. He joined Pru- 
dential as a district agent in Omaha, 
Neb., in 1925 and transferred to San 
Diego in 1936. 
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Question of Cost in 
Uninsured Pensions 


FACTORS OFTEN OVERLOOKED 
William F. Drake, Director Group Sales, 
Prudential, Addresses San 
Francisco Managers 





Proponents of uninsured, trusteed 
pension plans seldom present employers 
with a realistic picture of interest earn- 
ings, mortality rates and expense and 
contingency William — F. 
Drake, director of Group annuity sales 
for the Prudential, charged in an ad- 
dress, November 20, before the General 


provisions, 


Agents and Managers Association of 
San 

Speaking before 
agents and brokers from the bay area, 
Mr. Drake said that many advocates of 


uninsured plans are creating the erro- 


Francisco. 
a large audience of 


neous impression among employers that 
they can save up to 25% by having their 
pension plans handled through a trustee- 
ship rather than through an insurance 
company. “Such estimates can be arrived 
at only by unrealistic interest, mortality 


and expense assumptions,” Mr. Drake 
said. 

He stated that in the majority of 
cases, the trustee advocates arrive at 


their estimates by assuming 4 to “’U%X 


more interest will be earned than the 
insurance company guaranties as a 
minimum interest rate, by assuming 
higher mortality rates and by generally 
making no provision for expenses. 


Exaggerated Assumptions 


He continued that the “exaggerated” 
interest rate cuts the cost estimate by 
about 6%; the high mortality rate by 
another 7 or 8% and the absence of any 
provision for expenses or contingencies 
another 5 to 8%, for a total of 20 to 
25%. 

Mr. Drake said the history of inter- 
est earnings is not a happy one and 
that the present picture does not sub- 
stantiate any great optimism for greatly 
increased yields. “Exaggerated interest 
assumptions can play havoc with the 
employer,” he said, “because if as much 
as %4% less in interest is earned on a 
pension fund than was assumed in the 
cost estimate, the plan is underfunded 
by about 6%.” 

He stated that there was generally a 
wide difference of mortality assumptions 
between advocates of uninsured plans 
and the advocates of insured plans. 
“Mortality has been improving by leaps 
and bounds during the past 50 years 
and medical men are currently devoting 
a great deal of time and effort in fight- 
ing the degenerative diseases of the 
older people. This means that the people 
who reach retirement age today will 
live longer after retirement than the 
preceding generation. These factors 
must be assessed carefully. The out- 
moded mortality tables frequently used 
by the insurance companies’ competitors 
anticipate higher mortality rates than 
the longevity trend indicates. They pre- 
sent a distorted picture and might well 
result in having the employer con- 
fronted with the necessity of increasing 
his pension fund 10 to 12%.” 

He pointed out that the annuity pur- 
chase rates are guaranteed by an insur- 
ance company and that therefore the 
employer has no further responsibility 
once the benefit is purchased. 

“As for expenses, there is no escaping 
them,” said Mr. Drake, “and such fig- 
ures as I have seen indicate the insur- 
ance companies’ expenses for handling 
pension plans are somewhat lower than 
those of the trusteed plans.” 

He further pointed out that any con- 
servatism on the part of the insurance 
companies in estimating interest or mor- 
tality does not add to the actual cost 
of an insured plan since savings are re- 
turned to the employer in the form of 
dividends. 


JOINS PACIFIC MUTUAL LIFE 
John W. Lawrence Appointed Director 
of Training; Was Formerly 
With The Prudential 
Expanding its home office staff to keep 
pace with its program of field develop- 
ment, Pacific Mutual Life, Los Angeles, 
has announced the appointment of John 
W. Lawrence, CLU, as director of train- 

ing. 

Mr. Lawrence goes to Pacific Mutual 
with a long and_ successful 
selling, field management and _ training. 
For the past several years he has been 
with Prudential, as manager at Salt Lake 
City and more recently at Houston. His 
unit earned that company’s agency cita- 
tion for top all-around performance. He 
has been active in association work and 
has taught CLU and 
courses. 

In his new post with Pacific Mutual, 
Mr. Lawrence will 
supervision over the training of Pacific 
Mutual’s entire sales force. 





Provident Dividend Scale 


M. Albert Linton, president, 
dent Mutual Life, Philadelphia, has an- 
nounced that the present dividend scale 
will be continued for 1951. 























the following basis: 
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Extra Profit 
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Home Office: 135 South La Salle dates 


If the son starts out alone at 25. 


Ordinary Life Preferred Risk contract: 

































== 
Does This Job Interest You? 
Large multiple line agency, located in N. Y. State 100 miles 
from New York City, needs a forward-looking life insurance 
producer to head up its newly created life and A. & H. depart. 
ment. This agency serves approximately 3,000 customers in the 
fire and casualty fields and wants to cash in on its contacts with 
these customers. 
An attractive salary and bonus arrangement will be paid to A 
sles tata the man selected for this position. If interested, write in conf. v 
dence to Box 1988, The Eastern Underwriter, 41 Maiden Lane l 
New York 7, N. Y. : 
: - 
2 == b 
i b 
j shat Ps i 
New York Life Dividends Joins P. A. Peyser Agency | 
LUTC study The amount to be reserved for divi- ) 
~ dends to policyholders of New York vi 
Life in 1951 will be approximately $56,- p 
have administrative 500,000, as compared to $47,837,000 for F 
1950. 
The company pointed out that indi- * 
vidual dividend payments will vary ac- vi 
cording to the amount of a particular V 
policy, the plan and benefits, the age - 
; at which the policy was issued, and the th 
Provi- time it has been kept in force. In most a 
instances policyholders will receive a in 
higher annual dividend in 1951 than in th 
1950. 
ti 
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vi 
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VIRGINIA BETHEL BENSON 
‘\ Mrs. Virginia Bethel Benson, for nine 
JN years a department manager at R. H. 
Macy and Co., has entered life insurance 
sales, joining the staff of the Percy A. 
\ Peyser Agency, Manhattan Life, New 
~ wat luation from the U 
: : , After graduation from the University 
An effective method of selling Mutual Trust’s low net cost . of Washington, Mrs. Benson taught 
juvenile policies is to compare the premium cost with the guar- \ school then entered the theatrical world, 
anteed cash value and the liberal accumulated dividends at 65 on \ Where she became well known as 4 
\ dancer in the Ziegfeld Follies. She en- 
: \ tered retail merchandising with Craw- 
1. If the father helps pay the son’s premium until the son is 25. \ si oe = ey ~~ eon 
Macy’s staff in New York where she te- 
\ mained 13 years. She advanced there to 
Here is how such a comparison works with Mutual Trust’s \ Png of : department manager. 
Mrs. Benson plans to devote most of 
: \ her time to retirement income programs 
Assume the son is 13. He purchases a $10,000 Mutual Trust \ for executives, 
policy which costs $135.40 a year. At 65, the guaranteed cash ~ 
value and the accumulated dividends (current scale) will total \ P 
$12,208.20—a PROFIT of $5,167.40 after deducting $7,040.80 \ Whittaker on Group 
\ (Continued from Page 9) 
_ If the son buys the same contract at 25, the annual premium \ a ee 
is $185.30. The guaranteed cash value and accumulated dividends ~ tered by the federal government. Or, we 
total $10,217.70. Deducting the $7,412.00 in premiums paid \ can recognize the seriousness of the 
leaves the son a PROFIT of $2,805.70. Thus you get: issues—take off our coats—and_ repeat 
ee . what was successtediy done in New 
Profit under father and son plan ieee. $5,167.40 \ York when all interested parties rolled 
Profit under son alone plan Cr te $2,805.70 \ up their sleeves to develop a_ sensible, 
LIER A RS $2,361.70 - workable disability benefits law.” 
Or almost double the profit under the son alone plan. \ MICHAEL A. BROWN DEAD | 

\N \ Michael A. Brown, retired member 0! 

\ \ \ \ \ the staff of the Joseph H. Reese Agency, 
Penn Mutual Life, Philadelphia, ha 
recently at age 75. He joined Penn Mt- 

ie ~— ’ wy 7 re tual as an office boy when he was ! 
Nothing Better RVC Life Insurance and became office manager for the old 
Z General Agency of Bourne & Durham, 

Z. T R U S T and on the death of Trustee J. E. Dur- 

4 ) j= ham, became a_ unit apie id in 

aR OS Philadelphia Agency. He retired in 17” 

LIFE INSURAN JE COMPANY Mr. Brown was a widely known ss é 
+s : Gi NS : 0 olic Layman and very active in @ 
As Faithful as Old Faithful Knights of Columbus. For beg = 

: oe among the Catholic charitable insult 

Chicago 3, Illinois tions he received a citation from Pope 












Pius XI. 
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Title of a forum at Life Insurance 
Agency Management Association’s con- 
vention at Edgewater Beach, Chicago, 
last week was “agency costs.” W. Ran- 
kin Furey, Berkshire Life, was chair- 
man, Participants were Milton J. Gold- 
berg, Equitable Society; Daniel J. 
Lyons, Guardian Life; E. Reginald Mur- 
rav, National Life of Vermont; Charles 
F. B. Richardson, Mutual Life of New 
York; Raymond W. Simpkin, Connecti- 
cut Mutual; Thomas J. Irvine and Lau- 
rence S. Morrison, AMA staff. 

In his opening remarks Chairman 
Furey said that more than ever agency 
management must be cognizant of how 
costs of their operations are made up in 
view of the trend of rising costs. Mr. 
Morrison said that it is impossible prop- 
erly to supervise an agency unless all 
the facts about the operation of that 
agency are known. Perhaps the most 
important factor is the financial one, and 
that is the one least is known about. 

New Cost Analysis Form 

Mr. Richardson discussed the associa- 
tion’s new Cost Analysis Form. “Agency 
cost analysis is not a difficult or mys- 
terious process,” he said. Actually, 
about 85% of such costs are accounted 
for by these items: clerical salaries, rent, 
agency costs, travel and supervisory sal- 
aries. “All you have to do with the 
first two items is to break them down 
into two parts to find out what portion 
of each clerk’s time or each room is 
devoted to production and maintenance 
functions,” he said. “Travel and super- 
visory Salaries need no analysis, being 
entirely production items. Other items 


AMA Discussion of Agency Costs 


Furey Suggests Companies Allocate One Man for Studying 
This Aspect of Operations; Simpkin, Richardson, Goldberg, 


Morrison, Murray, Irvine and Lyons on Program 


don’t warrant elaborate analysis. The 
AMA Cost Analysis Form is simple 
and shows general agents how to an- 
alyze agency cost, complete with instruc- 
tions which any cashier can follow. We 
hope the introduction of this new form 
will encourage many companies to study 
their expenses on a scientific basis.” ; 
_As_a testimonial for the Cost Analy- 
sis Form, Mr. Murray described his 
company’s experience with it. “We sold 
our general agents on the analysis,” he 
commented, “by having a few guinea pig 
studies, and the general agents were so 
pleased that they immediately became 
our salesmen. Requests began to come 
in for unit cost analyses to a far greater 
extent than we were equipped to handle. 
After a unit cost analysis was made 
in one of our largest agencies, the gen- 
eral agent was so pleased that he told 
his agents that the information that had 
been uncovered was worth thousands of 
dollars of savings to him in his future 
operations. Today, this man’s agency is 
leading the company.” . 

Rents 

Mr. Simpkin turned to the subject of 
agencv office rents and reported on the 
rent bureau maintained at association 
headquarters. Currently, data is avail- 
able on 1,800 agency leases by 61 com- 
panies, he said. “Are you sure your 
associates are doing a good job of sell- 
ing when negotiating a lease?” he asked. 
“Facts relative to the local market and 
individual transactions will help answer 
their questions. 

Goldberg and Audience Have Fun 


At this point Chairman Furey offered 















THE 


MANUFACTURERS LIFE 


OFFERS 


Participating and Non-Participating Plans 
Standard and Sub-Standard Insurance 


% Low Rate Whole Life Plans 

* Double Family Income & to Age 65 

* Insurance on Selected Diabetics 

* Low Term Rates—Renewable & Convertible 
* Older Ages—Select Lives to 75 

* Single Premiums up to $200,000 

* Foreign Travel and Residence 

* Special Juvenile & Mortgage Plans 


THE 


ANUFACTURERS 
INSURANCE , LIFE COMPANY 


HEAD OFFICE e TORONTO, CANADA 


Insurance in Force 1,185 Million Dollars 
(Including Deferred Annuities) 


ASSETS 378 MILLION DOLLARS 








an interlude to lighten discussion of one 
of the most difficult problems of the 
business—agency cost analysis and solu- 
tion of mounting costs. He introduced 


Milton J. Goldberg, Equitable Society, 
ostensibly to talk about supervisors’ 
compensation. In a minute or two he 


had the audience in a gale of laughter 
as he proceeded to satirize various indi- 
vidual aspects of prominent life insur- 
ance companies. Probably the wittiest 
platform and banquet speaker in the 
business, he is the favorite toastmaster 
of the Actuarial Club of New York’s 
jolly diners. He has a serious side, how- 
ever, and has made a fine reputation 
in Equitable circles as the liaison man 
between the agency and actuarial de- 
partments of the Society. Also, he is 
an outstanding lecturer at Insurance 
Society of New York classes. 

Discussing review of companies’ plans 
Mr. Lyons said that generally the al- 
lowance is based largely on new business 
and renewal business. The new business 
allowance is usually either a number 
of dollars per thousand of new _ busi- 
ness, a percentage of new premiums, or 
a percentage of first-year commissions. 
The allowance for old business is usually 
a percentage of renewal premiums. 
Many companies provide additional al- 
lowances for several years for new gen- 
eral agents. Some companies use the 
number of premium collections in the 
office as a factor in the plan. Others 
pay part of the rent, while still others 
grant additional allowances on the busi- 
ness of new full-time men. Before de- 
ciding what plan is best, however, it is 
necessary first to get pertinent facts 
respecting the agency operations of 
company and then to develop an expense 
allowance plan which fits that particular 
company.” 

Mr. Irvine reviewed phases of the cost 
program not covered by earlier speakers. 
One of these was home office agency de- 
partment budgetary techniques and 
controls; another was the association’s 


continuing studies on first-year and re- 


newal field costs. He also announced 
that work was going ahead on a new 
report on special commission practices, 
as well as on a study concerned with fi- 
nancing of new agents. 


Furey Sums Up 


Mr. Furey summed up, “These excel- 
lent cost studies which have been re- 
ported to you, and others old and new, 
can be of no concrete, tangible value to 
you and me as agency men unless we 
put them into practice and use them. 
That is hard for us to do in the busy 


sales management life of our depart- 
ments. 
‘B I would 79 imp] 
out woulc suggest two simple 


things as a starting point. First, since 
no actuary or agency vice president or 
superintendent of agencies can possibly 
keep abreast of the subject of costs, 
that some one person be chosen and al- 
located to this work and probably to 
this work alone. Second, the starting 
point of this man’s work and of any 
composite study of the true cost situa- 
tion in your company is the breaking 
down of your agency operations into 
first-year and renewal areas. There is 
no better way to do it than through 
the form we have designed and described 
for you.” 


LOAN TO CAR AIR CLEANERS 

The United Specialties Co., largest 
independent American manufacturer of 
air cleaners for automobiles, trucks, 
tractors and industrial engines, and a 
principal manufacturer of ignition and 
turn signal switches for automobiles, 
has arranged with Mutual Life of New 
York for a $1,000,000 loan on a 15-year 
mortgage. Proceeds of the loan will 
retire the balance of an existing mort- 
gage note, held by Mutual Life, to 
finance additions to plant and to provide 
additional working capital for anticipated 
expansion of the business. 
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WELL-BALANCED COMPANY 


“the balance 


will decide the matter” 


THOMAS FULLER 
English Philosopher 


In all matters, the making of a sound 
decision calls for the consideration 
of all influencing factors. In 
appraising a life insurance company, 
past achievement, present 
progress and future opportunity 
must be weighed in the balance. 


Such consideration will reveal 
that in every respect Fidelity is 
a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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New Appointments by Massachusetts Mutual Life 


Left to right, front row—Hugh C. Scott, Nathan S. Garrison, Raymond L. Burati. 
Back row—William R. Hannah, Ralston B. Stone, Emanuel Tesoro. 


Five new departmental supervisors 
and a personnel assistant have been 
appointed by Massachusetts Mutual 


Life. The new supervisors are Raymond 


L. Burati Emanuel Tesoro, Group 


and 
department; Nathan S. Garrison, invest- 


ment department; William R. Hannah, 
accounting and Hugh C. 
Scott, renewal department. Ralston B. 


department, 


Stone has been named personnel as- 


sistant. 





Empire State Mutual G.A.’s 
In N. Y. in Midst of Drive 


Leading general agents of the Empire 
State Mutual Life in the Greater New 
York area held a dinner meeting recent- 
ly at the Essex House, N. Y., at which 
the principal speaker was Peter E. 
Tumblety, first vice president of the 
company. 

Discussion centered around a _ year- 
end drive for Ordinary life production 
to bolster the Empire’s paid-for business 
in Greater New York to $2,500,000. Al- 
ready $2,000,000 is paid for. Samuel S. 
Ballin was named campaign manager, 
and the R. & R. Agency, New York, is 
in No. 1 position to date. 

Vice President Tumblety gave an in- 
spirational talk, a feature of which was 
his gracious welcome to two newly 
appointed life general agents of the 
company. They are H. L. Press, head 
of Press Underwriting Agency, Brook- 
lyn, and Maurice Rosenberg, West For- 
ty-second Street, New York. 





° 
Bankers Iowa Gains 

New business issued and paid for in 
Bankers Life of Des Moines during 
the first 10 months of the year showed 
gains tor both Ordinary and Group in- 
surance over the same period of a year 
ago. The 10-month total on November 
1 was $158,844,412—more than $39 mil- 
lion over the corresponding 1949 figure. 

For the month of October, insurance 
issued and paid for totaled $21,420,289 
—nearly twice the October, 1949, fig- 
ure. While Ordinary sales in October 
were down slightly from the correspond- 
ing figure of a year ago, Group sales 
totaled almost $11.7 million to account 
for the increase. 

Total insurance in force in the com- 
pany on November 1 was $1,539,575,976 
and represented an increase of $97 mil- 
lion since the first of the year. by 
November 1, Ordinary insurance in force 
had increased $42 million since the first 
of the year to $1,247,768,849, and Group 
had increased $55 million to an in-force 
total of $291,807,127. 





Berkshire Study Program 

Howard O. Floyd and Thomas R. 
Greenleaf have just completed the first 
phase of the Berkshire Life’s College 
Graduate Training Program. Mr. Floyd 
is a resident of Glens Falls, New York 
and graduated from Yale University in 
June. Mr. Greenleaf makes his home in 
Dowington, Pennsylvania and was grad- 
uated from Duke University also in 
June. 

The two young men have been in the 
home office since July 1 and have studied 
every aspect of life insurance company 
home office operation. 

Mr. Greenleaf has been assigned to 
the Ben Gaston Agency in Philadelphia 
to continue his studies and field work. 
Mr. Floyd has reported for active duty 
as an officer in the Marine Corps. Upon 
his release from the service he will be 
assigned to an agency. 


Pacific Mutual Dividends 

Pacific Mutual Life, Los Angeles, will 
increase policyholders’ dividends. An- 
nouncement of the new dividend scale, 
beginning January 1 and affecting poli- 
cies based on 2Y%4% and 3% reserve, was 
made by Oscar Swenson, the company’s 
actuary. 
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H. R. KENDALL, Chairman 





“DOOR OPENERS” 


Washington National men have a number of "door openers" 
which are better than gadgets or gags. They are unusual types 
of coverage, which most prospects are interested in hearing 


"At last there's a non-can hospital policy," is a good "door 
Who wouldn't listen to that and want more in- 


"Our non-can monthly income policy does not require house 
confinement," is another good way to get a hearing. 


One of the best "door openers" is our single-premium 
vision impairment annuity. That's exclusive, and it's something 
that many men buy, who thought they had all the insurance 


Washington National's line of personal protection has all 
the standard forms of life, accident, health, hospitalization, 
franchise and group. BUT it's the unusual offerings which give 
our men that something special that gets them in, many times, 


Full information will be given to qualified persons who are 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


J. F. RAMEY, Exec. Vice Pres. and Secy. 









G. R. KENDALL, President 











Cc. W. BAKER ANNIVERSARY 

Charles W. past 18 
years district manager of The Pruden- 
tial’s Mission district office in San Fran- 
cisco, recently completed 30 years with 
that company. He joined Prudential as a 
district agent there in 1920, transferred 
to Gary, Ind., in 1924 and to Los Angeles 
in 1925. He became staff manager in 
the Hollywood district in 1926 and was 
promoted to manager of the Mission dis- 
trict in 1932. 


Baker, for the 


Yorke With Mutual Trust 


Charles E. Yorke, with a broad ex 
perience in sales promotion and field 
work, joins Mutual Trust Life of Chi- 
cago as agency assistant. With a back- 
ground of experience as agent, super 
visor and general agent, the last for 
Columbian National Life at Philadel- 
phia, and some years in home office sales 
promotion especially in direct mail, Mr. 
Yorke has been connected with John 


Hancock, Columbian National Union 

Central and Penn Mutual. 
eae 
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In ACCIDENT 
and HEALTH 
PROTECTION 


BUSINESS MEN'S 


INCOME DURING DISABILITY 
% World-wide protection and full 
coverage for both accident and 
sickness regardless of other insur- 
ance owned, 

%& Income for hospital and 
nurse’s expenses to $750.00 a 
month—plus surgery benefits. 
 Life-time accident benefits and 
full monthly income for both con- 
fining and non-confining illness. 
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HEARD on the WAY 




















Elmer G. Leterman, Harry Gardiner 
agency, John Hancock, New York City, 
who on several occasions has been John 
Hancock’s No. 1 producer, and whose 
biggest year was $3,600,000 in 1930, has 
been with John Hancock 25 years. No 
agent has gotten so much publicity in 
national magazines as Mr. Leterman has 
had. The New Yorker did a profile on 
him. So did Forbes Magazine. Pageant 
carried a four-page feature about him. 
Many daily paper columnists have fea- 
tured him. oo 

John Hancock’s Signature, October is- 
sue, devotes five columns to Mr. Leter- 
man, describing his personality and giv- 
ing his viewpoints about salesmanship 
and making friends. 


One of the most impressive and emo- 
tionally effective advertisements which 
has yet been prepared by an insurance 
company is that of the John Hancock 
based on the Unknown Soldier monu- 
ment in Arlington Cemetery—Soldier 
Known But to God. 

It appeared in the New York Herald 
Tribune and the New York Times 
November 11 and the Brooklyn Eagle 
November 10. The caption of the adver- 
tisement is “He is the stranger who is 
my brother.” 


David W. Tibbott, director of adver- 
tising, New England Mutual Life, has 
been elected to the board of directors, 
Association of National Advertisers, for 
a one-year term. 


The “education department,” UAW- 
CIO, has published from Detroit a blast 
aimed at Group life insurance. It says 
that for every dollar paid in premiums 
ina Group Health insurance program, 
workers ordinarily get back 65 cents 
in benefits; and about 20 cents out of 
the average premium dollar are kept 
by the insurance company for commis- 
sions and expenses, “legitimate and 
phony.” The “Education department” 
then says: “The rest is paid as divi- 
dends, usually to the employer. But 
by intelligent committee work, by a 
joint insurance committee, you can in- 
crease the 65 cents you get back for 


the premium dollar to at least 92% 
cents. The first thing you must do 
before you settle on any insurance 


company is to find out how much the 
insurance costs.” 





The magazine Charm, published in 
New York, recently contained an article, 
‘Insurance Is the Best Policy.” Clever 
title. 

This magazine has undergone an edi- 
torial expansion. Formerly known as 
‘the magazine for the business girl,” 
tis now being edited for the nation’s 
18000,000 women who work. They are 
women in all branches of business, the 
ptotessions, Government and industry. 
In the article on insurance there was 
outlined many of the available kinds of 
insurance appealing to women, especially 
'o the women workers. 

Helen Valentine is editor-in-chief of 
harm, 





Leon Keyserling, chairman, Council of 
Economic Advisers, and Holgar J. John- 
son, president, Institute of Life Insur- 
ance, recently appeared at the American 
oum of the Air, emanating from 
ahington on a_ national television 
200kK-up. Subject was “Our Enemy, the 
sath column—Inflation.” 


_ utorge T. Wight, former manager of 
De old Association of Life Insurance 
Tsidents, had formed one of those 


close friendships with Robert Lynn Cox 
which sometimes grow out of relation- 
ship between competent newsmen and 
persons who are prominent in situations 
covered by reporters. That friendship 
was formed during the Armstrong In- 
vestigation of life insurance when Cox, 
then a Buffalo lawyer and member of 
the Assembly, was on the Armstrong 
Committee. George covered the’ storv 
as an Albany correspondent. > 
Mr. Cox always carried a waistcoat 
pocket memo book in which he jotted 
down, among other things, names of per- 
sons who impressed him, together with 
a few succinct comments on their per- 
sonalities. George T. Wight’s name was 
in the book. Later, when Mr. Cox was 
selected to set up the Association of Life 
Insurance Presidents by a group of com- 
pany executives headed by Paul Morton, 
then president of Equitable Society, and 
became manager of the Association, he 
brought George T.- Wight into the new 
association as his right-hand man. 


Uncle Francis. 





‘ 
Institute’s Wall Charts 

A series of wall charts colorfully de- 
picting the social and economic impor- 
tance of life insurance is being made 
available by the Institute of Life Insur- 
ance to life companies and their repre- 
sentatives for use in training programs 
and as display materials. 

The first three charts of the series en- 
titled “How America’s Families Use Life 
Insurance,” “Life Insurance Dollars at 
Work” and “How Life Insurance Policies 
Meet Family Needs,” are now being 
offered at small cost by the Institute’s 
educational division, which prepared 
them. Each of the charts, printed in four 
colors on heavy paper, is 38 inches wide 
by 26 inches high. 

While these charts were designed es- 
pecially to be aids in high school and 
college courses dealing with life insur- 
ance, a special supply has been made 
available to life underwriters’ associa- 
tions and companies for their use. 





Penn Mutual Trustee 
Frederic A. Potts, president, Phila- 
delphia National Bank, has been elected 
a trustee.of Penn Mutual Life, it was 
announced by Malcolm Adam, president 
of the company. 








V. Evan Gray Dead 


Victor Evan Gray, former Ontario 
Superintendent of Insurance, and dis- 
tinguished Toronto lawyer who has 


for years specialized in _ insurance 
law, died on November 17. A story 
of his career will be found in the 
casualty section of this paper. 











Occupies New Building 

Public Savings Life, Charleston, has 
occupied its modern two-story office 
building on Meeting Street. Constructed 
at a cost of approximately $120,000, the 
building is completely air-conditioned. 

The structure its first 
floor quarters for the home office of the 
insurance company, which has_ been 
moved from 292 King Street. The dis- 
trict office has been moved from Society 
Street to the King Street location, it 
being a policy of the company to sepa- 
rate the two offices. ! 

The upper floor contains the utility 
room and 11 office rooms, most of which 
already have been rented. The Life In- 
surance Co. of Virginia is moving its 
Ordinary department into the building. 


provides on 





company. 











“Something New, John?” 


Our first women employees caused quite a stir among the boys. That was back in 1879. The 
Prudential was only four years old — but already showing signs of being an “up-to-date” 


One good indication that The Prudential still heeds the signs of the times today is our new 
Term to Age 65 policy. When taxes and prices rise, and the value of the dollar falls, your 
prospect often needs extra protection during his active working years. Prudential's new Term 
to Age 65 fits this need to a "T". 
This new policy may be converted without a medical examination to the Modified 3 plan or 
Whole Life Paid-up at 85, at any time prior to age 60. Cash values, reduced paid-up term, 
and extended insurance provisions are included. 
Tell your prospect about Prudential's new Term to Age 65 policy today. He'll thank you for 
this low-cost assist to a well-rounded insurance program. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 
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NEWARK, N. J. 
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COLUMBIA UNIVERSITY SCHOOL 
OF BUSINESS 

Located in the largest city of America, 
Columbia University Graduate School of 
Business has been an factor 
in making hundreds of men working in 
the insurance, business and financial sec- 
tions of the metropolis more competent 
Among the 600 


outside of 


important 


various fields. 


are 


in their 
students many from 
York 
strong faculty 
those facilities which make such 
important. Occupying -a_large 
one of the most 


as well. It has an 


and possesses 


Greater New 
unusually 
all of 
a_ school 
building of its own, 


imposing of the buildings at the uni- 
students have the advantages of 
the large library 


and consultation with 


versity, 
college “atmosphere,” 
of the university 
one of the most competent body of pro- 
fessors which any college has. Progres- 
sive in ideas, the Graduate School main- 


tains close contact with “downtown” 


financial and insurance leaders 
One of its finest 
insurance conducted 


business, 
and other executives. 
that on 
by Professor Ralph H. 


courses is 
Blanchard. 


A story about Columbia University 
Graduate School of Business appears 
elsewhere in this issue of The Eastern 


Underwriter. 

LOANS TO SMALL BUSINESS 
In an article in “Credit and Financial 
Management” Walter R. Bimson, presi- 
dent of the Valley National Bank of 
Ariz., financing of 
thinks 
and 


Phoenix, discusses 


business. He insurance 


banks 


through 


small 
companies, the investment 
national  or- 


jointly a 


their 
establish 


bankers 
ganizations should 
meeting 
Gov- 
The 
thinks 
pattern 
and with 
capital and without Government 
The initial investment would re- 
quire, perhaps, $10,000,000 for the Small 
Loan plan and $50,000,000 for the equity 
capital company. 
contributed jointly 
ance companies, 
an unattainable 


commission to study means of 


this problem, without the aid of 
ernment capital or 
Small 


offers a 


guarantees. 
1950 he 
worked out 
might be 


3usiness Bill of 
carefully 
for this aid used 
private 
help. 


This amount of money 
banks and insur- 
he says, would not be 


sum. Laws permitting 
banks and insurance companies to invest 
proportion of their funds in 
could be obtained, 


says: 


a small 
such an enterprise 
he thinks. Continuing, he 


Such a plan would effectively block 
further encroachment of Government in 
the lending field; would indicate to the 
4,000,000 small businesses of the country 
that those who are trustees of their 
savings are concerned about their wel- 
fare; and would give another indication 
that free enterprise without the aid of 
Government has the courage and initia- 
tive to work out a new formula to meet 
an important national problem. 

The life insurance companies have not 
taken a position yet regarding Small 
Business Bill of 1950. They have assured 
Senator O’Mahoney in private talks that 
they meet small 
business as much as they can. 


the needs of 
One com- 


want to 


pany has sent letters to 6,000 banks in 


which it offers to make loans if banks 
take 10% of the loan and will service it. 


There are some handicaps in the small 
loan situation from a life insurance com- 
pany standpoint, of which is that 
legally the companies can’t loan to un- 
incorporated businesses and more than 
80% of the small businesses are of that 
type. 


one 





Colonel George Chescheir, general 
agent of New England Mutual at Louis- 
ville, was official bell ringer for the Cru- 
sade For Freedom drive there. He was 
appointed by Crusade Chairman Thomas 
W. Bullitt. He is a veteran of World 
Wars I and II. 

x ok x 

Frank G. Loughlin, formerly with the 
American International Underwriters 
Corp. and the C. V. Starr interests, has 
been appointed assistant manager of 
the new $4,000,000 El Panama Hotel 
which will officially open on January 1 at 
Panama City, Republic of Panama. Mr. 
Loughlin, who has a host of friends 
among insurance people, has spent the 
past year as assistant mananger at the 
Warwick Hotel, New York City. 

* 

LD: tenia vice president and con- 
troller of Business Men’s Assurance, and 
the first male employe W. T. Grant hired 
after completing the formation of his 
company 41 years ago, has received out- 
standing recognition from the National 
Office Management Association. 

At a recent meeting of the Kansas 
City chapter of NOMA, Mr. Ramsey 
was presented with the coveted Merit 
Award Key which is possessed by only 
150 of the 10,000 association members. 
This key is presented to association 


members who have given outstanding 
service to NOMA, and who has also 


achieved prominence in the field of office 
management. 
Mr. Ramsey joined BMA in 1909, 
* * * 


Roy A. Duffus, secretary of the James 
Johnston Agency, Inc., Rochester, N. Y., 
have been reelected to the board of 
Rochester Chamber of 


trustees of the 








= 


Seated at the head table at the annual luncheon and conference of the Insur. 
ance Institute of America at the Hotel Plaza in New York on November 16 were 
the following leaders of that organization: left to right—Sinelair T. Skirrow, vice 
president, Great American, governor; Harold P. Jackson, president, Bankers Indem- 


Ben Fasman 


nity, governor; J. A. Bogardus, president, Atlantic Mutual, governor; Rexford 
Crewe, New York production manager, Hartford A. & I., president; Laurence E, 
Falls, secretary-treasurer, and Junius Powell, partner of Chubb & Son, governor 


William J. Graham, director and former vice president of the Equitable Life Assur. 
ance Society and a former president of the Institute, also sat at the head table 
but was not present when the pootweragh was taken. 











W. T. Plogsterth, director of field Ralph A. Dutton, Massachusetts Mu- 
service for Lincoln National Life, is tual Life, Buffalo, was featured in an 
making a three-week tour of some of article appearing in the “Niagara Fall 


Gazette” recently. He was the only un- 
derwriter in Niagara Falls to win the 
National Quality Award for six consecu- 
tive years. 


western agencies. Ac- 
companying Mr. Plogsterth to 
the agencies will be F. W. Gale, super- 
who will join him 
Agencies 


the company’s 
most of 
intendent of agencies, 
in conducting special meetings. 


being visited are those in: Salt Lake 
City, Sacramento, Oakland, — Fran- 
cisco, Fresno, Los Angeles, San Diego, 
Phoenix, El Paso, and San Antonio. 


a 


Ernest H. Perkins, general agent of 
Provident Mutual Life in Albany, was 
recently recipient of an alumni citation 


from Alfred University. The citation 
read: “Alfred University Alumni Cita- 
tion awarded to Ernest H. Perkins in 


recognition of outstanding achievement 


and services in the field of business 
which reflects honor upon this uni- 
versity.” It was signed by the president 


of the University and the president of 
the board of trustees. Mr. Perkins is 
past president and now y chairman of the 
membership committee of New York 
State Association of Life Underwriters; 
past president and currently chairman 
of the education committee of Albany 
Life Underwriters Association and AI- 
bany General Agents and Managers As- 
sociation; past president and_ presently 
chairman of the membership committee 
Life Insurance and Trust Council for 
Eastern N. Y. Mr. Perkins has taken an 
active interest in the affairs of his com- 
munity. He is vice president of the Fed- 
eration of Churches in Albany and 
vicinity; Regent, Sons of the Revolution 
and a member in the Masters Lodge 
F.N.A.M. Mr. Perkins has been a past 
trustee of Alfred University and vice 


president of the Albany Y. M. C. A. 


* BS * 





DR. RALPH H. BLANCHARD 
Ralph H. Blanchard, professor of it 


University Graduate 
School of Business, has been with tite 
university since 1917. He was made as 
sistant professor of insurance in 192 
and professor of insurance in 1927. He 
has not only built up a national rept 
tation in turning out more able insut- 
ance men, but has won prominence i 
a wide scale of endeavor. One of the 
honors given him was _ his election if 
November, 1941, to be president of Cas 
ualty Actuarial Society. Another was 
election to presidency of American AS 
sociation of University Teachers of In- 
surance. He was vice president in charge 


surance, Columbia 


Joan Buckner, granddaughter of the 
late Thomas A. Buckner, who was chair- 
man of New York Life after being pres- 
ident for some years, and George Leggett 
Martin were married this month in 


Riverdale, New York City. Mrs. Mar- of the insurance division of Americal 
tin is a graduate of Barrington School, Management Association, 1939-1940, and 
Great Barrington, Mass., and also she directed a forum in which he answerel 
attended Pine Manor Junior College, many technical questions in fire and 
Wellesley, Mass. The groom is son of casualty insurance. He is author 0 


“Liability and Compensation Insurance, 
“Workmen’s Compensation in _ the 


Martin of 
alumnus of 


Mr. and Mrs. George B. 
Evanston, Ill, an is an 


North Park Junior College, Chicago, United States,” “A Course of Study if 
and also attended Brown University. He Fire Insurance” and many insurance 
was in the Navy during World War II. articles. 
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Charles F. Noyes 


In January, 1948, Charles F. Noyes of 
the famous New York City real estate 
corporation—C harles F. Noyes Co., Inc. 
—celebrated the 50th anniversary of the 
founding of the organization ‘and his 
friends desired to give a_ testimonial 
dinner to him, but he declined. Three 
of his close associates, William B. Fal- 
coner, Edward J. Crawford and Duncan 
M. Findlay were anxious that the or- 
ganization tender a dinner to him, but 
this did not appeal. His friends in the 
company wanted him to sit for his por- 
trait but this he was unwilling to do be- 
cause of lack of time. 


A few weeks ago, unknown to Mr. 
Noyes, Messrs. Falconer, Crawford and 
Findlay arranged to have his portrait 


painted by Dr. Bernay from a_photo- 
graph and it appeared in the directors 
room of the Noyes organization as a 
complete surprise to “C.F.,” as he is 
known by his associates. It is interest- 
ing to note that the portrait took the 
place of a painting also executed from 
a photograph a number of years ago 
without Mr. Noyes’ knowledge by Sam 
Margolis, one of the Noyes Company 
painters, who has a flair for portrait 
painting as a hobby and a side line. 

When Mr. Falconer placed the new 
portrait in the Directors Room in the 
main office of the organization at 40 
Wall Street the Margolis painting went 
into the conference room at the Noyes 
company’s midtown branch at 295 Mad- 
ison Avenue. 

Mr. Noyes came to New York City 
from New England, and since that time 
has constantly grown in stature. His 
real estate firm has negotiated many 
of the most important real estate trans- 
actions in the downtown New York in- 
surance district. It also manages a num- 
ber of buildings with insurance occu- 
pancies. 

x * 


Financial Writers’ Gridiron 


The grand ball room of the Hotel 
Astor was crowded last Friday night 
when the financial writers of New York 
hewspapers gave their annual dinner and 
gridiron show. It was the ninth time 
they had staged a “Financial Follies. 
Many persons from the banking, invest- 
ment and business world were in the 
audience. 

The cast included two members of 
the public relations division of the Mu- 
tual Life of New York—Carl V. Cefola 
who impersonated Stalin in one of the 
sketches, and John P. H. Brion who 
took part of a branch manager in the 
skit Satirizing the racing information 
coming to bookmakers over the Western 
nion wires. It was called, “Let Us s 
Marshall Our Forces Against Kefauver 
t. Cefola was formerly with the New 
York Herald Tribune and Mr. Brion 
was formerly with the New York Times, 
both covering financial news. 

Among those in the audience were 
Clifford B, Reeves, vice president of 

















the Mutual Life and in charge of the 
public relations of the company; Thomas 
J. Ross and Carl C. Dickey of the Ivy 
Lee and T. J. Ross public relations firm 
who also have a tie-up with the National 
Board of Fire Underwriters, Mr. Ross 
also being a director of the Home In- 
surance Co.; Dudley Martin of Institute 
of Life Insurance; Richard F. Griffin 
and Jules Kramer of J. Walter Thomp- 
son Co., who are in the division of the 
J. Walter Thompson Co., New York City 
advertising agency, which has a close 
relationship with Institute of Life In- 
surance; Kenneth H. Dunshee _ of 
Home Insurance Co.; Hunter Holding 
and Oliver Swenson, Equitable Society. 


Biggest hit at the financial writers 
annual follies was C. Norman Stabler, 
chairman of the entertainment commit- 
tee, who had the role of President 
Truman. He looked and acted enough 
like the President to be his twin. 
Stabler is financial editor of the New 
York Herald Tribune. Should he ever 


decide to leave journalism a lot of 
Broadway managers looking for talented 
comedians will try and grab him. The 
best thing Actor Stabler did was to 
lead the concluding chorus in the guise 
of Truman, singing a rousing song to 
the tune of “Marching Along Together.” 


o. “--* 


Bailey Back From Canada 


Arthur L. Bailey, chief casualty ac- 
tuary of the New York State Insurance 
Department, has returned from Sas- 
katchewan. There he made a study of 
the automobile accident insurance act 
of that Canadian Province. 

North Dakota is considering a form of 
extension of its automobile insurance 
regulation and that state’s legislative re- 
search committee recently asked the 
New York State Insurance Department 
if it could not borrow the temporary 


services of Mr. Bailey as consultant. He 
ioined the committee when it visited 
Regina to observe how the Saskatche- 


wan Act is operating. Later, Mr. Bailey’s 
findings will be incorporated in the re- 
port of the North Dakota legislative re- 
search committee. 

Mr. Bailey is a graduate of the Uni- 
versity of Michigan where he majored 
in mathematics and actuarial studies un- 
der the late and famed Professor J. W. 
Glover whose alumni includes quite a 
number of presidents and vice presi- 
dents of insurance companies. For 10 
vears Mr. Bailey was with the United 
Fruit Co. at its Boston head offices 
as a Statistician, accountant and also an 
assistant in the office of Director Zemur- 
ray. From there he went to the Ameri- 
can Mutual Alliance where he spent a 
decade before going with the New York 
State Department four years ago. 


x * * 
Resolute Insurance Co. 
The Resolute Insurance Co. of Hart- 


ford had a premium income for first 
nine months of 1950 of $13,378,600. It 





specializes in writing of automobile fi- 
nance insurance for independent finance 
and loan companies, banks and auto- 
mobile dealers financing their own time 
sales through licensed agents. The com- 
pany has insured in excess of 1,000,000 
motor vehicles with a premium volume 
exceeding $50,000,000. 

Admitted assets of Resolute as of 
September 30, 1950, were $16,469,000. The 
Resolute is chartered in Rhode Island 
and was operated there until 1939 when 
control was taken over by Louis Mor- 
ganstern and associates and operations 
were moved to Hartford. 


* * * 
Crime and the Comics 


Is the large increase in juvenile de- 
linquency in part due to the sensational 
popularity of the so-called comic books 
which children spend so much of their 
leisure time reading? The Hartford 
Courant does not think so. In a current 
editorial it says: 

“According to a consensus of child 
guidance experts, there is no direct con- 
nection between delinquency and comic 
books. This corroborates the testimony 
of Judge Thomas D. Gill of Hartford, 
whose observations on delinquency were 
recently presented to the Kefauver com- 
mittee. The attempt to make a scape- 
goat of the comic books is just another 
evidence of some of the specious think- 
ing about this problem. It would be 
nice if there were a single cause of ju- 
venile delinquency. Then it would be 
easy to devise a single remedy. 

“There is something about human na- 
ture that implants a hunger for sure- 
shot remedies. This applies to acid in- 
digestion as readily as to juvenile de- 
linquency. Comic books are a part of 
our present-day culture. They represent 
culture on a pretty low level, but there 
is nothing inherently vicious in them, 
by and large. A growing child is ex- 
posed to a variety of forces, and the 
comic book is only one of them. Crowded 
homes, stupid or indifferent parents, 
mental retardation, poverty, drunken- 
ness, slum environment, economic inse- 
curity, bad parental examples, poor 
physique, can all be considered factors 
at one time or another in causing ju- 
venile delinquency. 

“Yet even these are not unerring por- 
tents of delinquency, because it is pos- 
sible to find many examples where these 
factors were present and the individual 
rose above them. It is fair to say that 
delinquency follows because of an un- 
fortunate combination of individual 
characteristics and environmental pres- 
sures. But it is as silly to say that 
comic books cause delinquency as it is 
to say that red hair causes it. 

“The worst that can be said about the 
comics is that they crowd better books 
out of youthful lives. So do radio, tele- 
vision, motion pictures and other static 
forms of entertainment. The politicians 
have been among the first to capitalize 
the widespread reading of comic books 
by adults, This form of mental laziness, 
is a degradation of our culture for both 
children and adults. This is indictment 
enough without pinning on the extra 
charge of delinquency.” 

* * * 


George McGrath Proud of His Sons 


George McGrath, manager of the com- 
pensation and liability department of the 
Travelers at its 80 John Street branch, 
New York, has good reason to be proud 
of his two sons at Amherst College. 
John McGrath, a senior, who stands 
6 feet, 4 inches, has played offensive 
right end on the Amherst varsity foot- 
ball team throughout this season and 
his brether, Gregory, 6 feet, 3 inches 
tall, is defensive left end on the same 
team. Even though Amherst lost out 
last Saturday to Williams College for 
the Little Three title, the McGrath sons 
played a fine game and John scored two 
touchdowns. 

In addition to his football prowess 
John McGrath is the 1950 heavyweight 
wrestling champion among the New 
England intercollegiate wrestlers and 





| N. Y. Realty Man’s Portrait 
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captain of the varsity baseball team. 
Gregory stars in track events, his speci- 
alties being the mile and the half mile. 

George McGrath is as tall at his two 


sons and has the build of a football 
player. In fact, he played tackle on the 
Tufts College team in 1926. 

* * * 


N. Y. Mayor Appoints Sampson 


Mayor Impellitteri of New York City 
has appointed Frank J. Sampson as his 
Administrative Assistant. He is a well- 
known insurance broker, member of the 
insurance brokerage firm of Blaikie, 
Ryan & Sampson. The firm is located at 
76 William Street, in the building which 
contains the principal offices in Greater 
New York of Continental Casualty and 
Continental Assurance of Chicago. The 
Mayor told reporters that Mr. Sampson 
will sever his insurance connection. 

Mr. Sampson is a prominent figure 
in the Greater New York political world 
as he is Democratic leader of the Third 
Assembly District in Manhattan. He 
was one of the three Democratic district 
leaders in Manhattan who actively sup- 
ported Impellitteri in the recent election. 

Robert Blaikie, a partner of Mr. 
Sampson in Blaikie, Ryan & Sampson, is 
also a Democratic leader in Manhattan. 

x * * 


Mexican Companies Meet 


of Mexican insurance 
recently held in Mon- 
xas border indus- 
capital of Nuevo 
from 55 com- 


A convention 
companies was 
terrey, the eastern Tex 
trial center which is 
Leon State. Delegates 
panies attended. 

President of the Mexican Association 
of Insurance Institutions is Salvador 
Compean. Former Ambassador to the 
United States, Dr. Francisco Castillo 
Najera, president of the National Insur- 
ance Commission, represented the Fin- 
ance Ministry at the convention. 

Reserves of Mexican insurance com- 
panies total 500 million pesos, or $57,- 
800,000 of which life companies have 
315 million pesos. Part of the reserves 
are used to help advance industry and 
agriculture and to buy Government 
bonds and securities. The companies 
now own $17,200,000, of the Government 
issues. 

Rumors in Mexico 
is to be nationalized 
denied. 

Mexico 
insurance 


reinsurance 
officially 


that 
were 


is to have for the first time 
for milk animals, a suggestion 
to that effect being adopted. This could 
pave the way for coverage of 150,000 
head of cattle. Hail insurance has been 
a big help to Mexican agriculture, it 
was stated by Guillermo A. Worner, 
vice president of the Association. 
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Multiple Risk Rating 
Plan Changes Proposed 


COMMISSIONERS HEAR McCARL 





Multiple Location Service Office Offers 
Suggestions to Improve Effective- 
ness of Rating Methods 





nine 
rat- 


series of 
Escott 


Chicago, Nov. 16—A 
amendments to the present 
ing plan for multiple location reporting 
form business was presented by T. D. 
McCarl, manager of the Multinle Loca- 
tion Service office of New York, to the 
committee on rates and rating organiza- 
tions of the National Association of In- 
surance Commissioners here. 

The purpose of the amendments, Mr. 
McCarl said, is to develop more equi- 
table rating through use of credibility 
factors better recognizing spread of risk, 
distribution of values and number ot 
locations. This. he said, is aimed at 
making the plan more workable, speedier 
in application, economical to operate 
all factors of service in the public in- 
terest and beneficial to the companies, 
as well. 





Experience Rating 


In a brief, outlining in detail the de- 
sired amendments, largely technical in 
nature, Mr. McCarl pointed out that 
while they do not alter the basic_prin- 
ciples of the present plan, they effect a 
change in the rating methods in that 
(1) experience rating is now applied to 
fire insurance only; (2) account loss ex- 
perience alone is employed in modifying 
the basic average rate, and not class 
experience; and (3) experience rating is 
employed only when an account com- 
prises 20 or more locations. 

The amendments arose following an 
earlier recommendation by the Commis- 
sioners for refinements in the credibility 
procedures of the plan. The Multiple 
Location Service Office has no recom- 
mendations to make in the expense 
factor inasmuch as the Commissioners 
have their own technicians working on 
this, as do the companies. 

Action on the amendments was de- 
ferred by the Commissioners’ committee 
until their mid-year meeting in Los 
Angeles in December. 





Gilbertson Completes 


50 Years in Marine Ins. 

J. S. Gilbertson, vice president of the 
Hartford Fire in charge of ocean ma- 
rine, on November 16 marked his 50th 
anniversary in marine insurance. He 
started in Liverpool, England, in 1900 
with the Thames & Mersey and came to 
this country shortly before 1910, going 
with Johnson & Higgins. Prior to going 
to Hartford in 1930 with the Hartford 
Fire Mr. Gilbertson served with several 
leading ocean marine underwriting and 
brokerage offices in New York City, 
including one prior connection with the 
Hartford. 

At the annual dinner of the American 
Institute of Marine Underwriters at the 
Waldorf-Astoria last Thursday Presi- 
dent J. A. Bogardus called attention 
to this anniversary and Mr. Gilbertson, 

ho is highly popular in the marine 
field, received an ovation from the nearly 
YO persons present. 


NEW MARINE AGENCY IN N. Y. 


atles H. Williamson, formerly vice 


dent and marine manager of the 
Khode Island Insurance Co., and his 
William Williamson, have opened 

eir own marine office at 62 William 
New York City, under the name 


Jcean’ & Inland Marine Agency, Inc. 





E. W. Elwell to Leave 
Royal Exchange Group 


EDWARD W. ELWELL 


The Royal Exchange Assurance an- 
nounces that Edward W. Elwell will 
relinquish his positions as United States 
manager of the Royal Exchange, gen- 
eral attorney of the Car and General 
and president of the Provident Fire of 
New Hampshire as of December 31. Mr. 
Elwell assumed these positions in 1938, 
having come to the United States from 
England in 1933. 

A. E. Phelps, general manager of the 
Royal Exchange, is at present in the 
United States on a brief visit. 


Carrier’s Limitation of 


Liability Held Invalid 
Justice Frank A. Carlin of the New 
York City Court has ruled that where a 
common carrier agrees with a consignee 
to disregard any limitation of liability 
in the carrier’s form of receipt the car- 
rier cannot insist that the limitation 
stated in the receipt as given to the con- 
signor is binding on the consignee. In 
the case of Cy Ruchman, Inc., against 
Louis Saland, and S. & K. Trucking, 
the court also held that in any event a 
limitation of liability in a common car- 
rier’s receipt is ineffective unless based 
on a choice of rates. The fact that the 
shipment was an intra-city shipment 
does not change this rule of law. 





Fireman’s Fund Plans 
Increase in Capital 


TO DOUBLE NUMBER OF SHARES 


Aim to Transfer $2,500,000 From Sur- 
plus to Capital and Reduce Par 
Value From $7.50 to $5.00 


Directors of the Fireman’s Fund have 
voted to recommend to shareholders of 
the company transfer of $2,500,000 from 
surplus to capital and an amendment in 
articles of incorporation covering a re- 
duction in the par value of the outstand- 
ing shares and an increase in such shares 
from 1,000,000 to 2,000,000 by the distrib- 
ution of two shares of $5 par value stock 
in exchange for each share of $7.50 par 
value stock. 

President James F. Crafts stated that 
after Insurance Department and share- 
holder approval of the revised capitaliza- 
tion, it was contemplated that the direc- 
tors would establish a dividend rate of 
40 cents a quarter or $1.60 a year on 
the new $5 par value shares. 

It was also announced that the di- 
rectors had readjusted the total: divi- 
dend paid in 1950 through the declara- 
tion of a dividend of 60 cents a share. 
payable December 15 to stock of record 
December 5. thus making the total dis- 
tribution $3.20 for the year. 


AMERICA FORE DIVIDENDS 


Continental and Fidelity-Phenix Each 
Declare 50 Cents Quarterly and 
50 Cents Year-End Payment 
The Continental and Fidelity-Phenix 
of the America Fore Group have each 
declared year-end dividends of 50 cents 
in addition to regular quarterly divi- 
dends of 50 cents. The year-end pay- 
ments will be made by both companies 
on December 20 to stockholders of rec- 
ord November 30 and the regular divi- 
dends will be paid January 15 to holders 

of record December 29. 

For 1950 the Continental has declared 
dividends of $2.50 in cash, plus payment 
of a 25% stock dividend in March. 
Fidelity-Phenix also declared $2.50 this 
year and paid a 331/3% stock dividend 
in March. 

Chairman B. M. Culver states that the 
year-end dividend, which is being paid 
December 20, would ordinarily be paid 
on January 15, 1951. 


War Damage Corp. Bill 
Gets Truman Support 


Chairman Brent Spence (Ky.) of the 
House of Representatives Banking Com- 
mittee said this week that he has the 
support of President Truman for an 
attempt to pass war damage insurance 
legislation at the short session of Con- 
gress convening next week. He hopes 
to report a bill reviving the War Dam- 
age Corp. and expects passage by the 
House. He would not state chances of 
the bill getting through the Senate. 
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Ten Made Secretaries 
Of Home Insurance (, 


HAD BEEN ASST. SECRETARIE; 


Bayles, Bodet, Ely, Etzel, Hic, 
Rowan, Rushin, Walter, Washburn or 
Whelehan Receive Advancement; 


Harold V. Smith, president of th 
Home Insurance Co., has announced ‘a 
motion of ten assistant secretaries 
secretaries of that company. 

The new secretaries are Rogers Bay. 
les, investment department; Robert ¢ 
Bodet, foreign department; Edwin } 
Ely, loss department; Arthur J, Etzel 
metropolitan department; Malcolm R 
Hicks, executive department; Philis 
Rowan, Pacific department; Robert F 
Rushin, Southern department; Roberts 
Walker, marine department; John } 
Washburn, personnel department: | 
Donald Whelehan, who retains also his 
title of assistant general counsel, leg:| 
department. iz 


Bayles, Bodet, Ely, Etzel 


Mr. Bayles joined the Home in 19% 
as a junior analyst in the investmen; 
department. In 1945 he was made sy. 
pervisor of that department and in June 
1948, assistant secretary. Mr. Bodet wen 
with the company in 1939 as a foreign 
inspector. He subsequently became for. 
eign supervisor, manager of the foreign 
department and in 1949, assistant. sec. 
retary. 

Mr. Ely was employed by the Home 
in 1920 serving in the field as a staf 
adjuster and later state agent. He be. 
came assistant general adjuster in 1930 
general adjuster in 1943 and assistant 
secretary in April, 1947. Mr. Etzel 
joined the company in 1931 as a special 
agent and engineer in the service de- 
partment at the home office. After sery- 
ing in the Western department, as . 
special agent in Indiana, Mr. Etzel was 
recalled to the home office to serve in 
the Western department. He was mate 
assistant secretary there in April, 1947, 
and in January, 1950, was transferred to 
the metropolitan and suburban depart: 
ment. 

Mr. Hicks joined the Home in 19 
and in 1937 was made supervisor of the 
metropolitan department. In 1938 he 
joined Newhouse and Sayre, Inc., as su- 
pervisor of agencies and in 1948 rejoined 
the Home. Mr. Hicks was made as- 
sistant secretary of the company in 
January, 1950. Mr. Rowan went with 
the company in 1924 and was elected as- 
sistant secretary in April, 1947. He wil 
continue to serve in the Pacific depart- 


ment. 
Rushin and Walker 

Mr. Rushin joined the Home in 19% 
as a special agent in Virginia after 
serving with the Virginia Insurance Rat- 
ing Bureau. He was transferred to the 
home office of the company in 1938 and 
elected assistant secretary in the metro- 
politan department in April, 1947. In 
July, 1949, Mr. Rushin was. transferred 
from the metropolitan to the Souther 
department of the company. 

Mr. Walker was employed by the 
company in 1938 and made manager 0! 
the cotton department shortly after 
wards. In 1940 he became assistant 
manager of production in the marine 
department and in March, 1945, was 
made assistant secretary. i 

Mr. Washburn joined the Home ! 
1934 as a map clerk in the metropolitan 
department. After serving as an eX 
aminer and special agent in that de 
partment he was transferred to the 
service department and in 1939 was 
made manager of the company’s West 
chester. field office. In 1947 Mr. Wash: 
burn was made assistant secretary of the 
company and in January, 1949, was 
transferred to the personnel depart 
ment in charge of personnel for tht 
Home and Home Indemnity. 

Mr. Whelehan was employed by the 


t 








company in 1943 as assistant to the get 
eral counsel after serving as attorne) 
for the Superintendent of Insurance 
and, later, as deputy superintendent ° 
the New York Insurance Department. 
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Rexford Crewe, president of the In- 
surance Institute of America, in present- 
ing his report to the annual conference 
last week at the Hotel Plaza in New 
York, stated that some basic facts about 


the Institute should be kept in mind. 
Citing these facts he said: 
“Except for correspondence courses 


subscribed to by 300 or 400 students each 
year (who for some reason or other 
are unable to take courses given by a 
society or a study group), the Institute 
does not give any insurance instruction ; 
it holds no classes; it maintains no 
teaching staff. 

“The Institute was organized in 1909 
by the leaders of insurance societies and 
associations of New York, Boston, Phila- 
delphia, Chicago, Hartford and San 
Francisco. These societies were and still 
are independent organizations serving 
their respective communities. However, 
they recognize that the value of their 
educational and general work might be 
materially increased and improved by a 
free interchange of ideas, practices and 
methods, and that the formation of a 
national association of the societies 
would be the most logical and efficient 
way of realizing those objectives. 

Wide Activities of Institute 


“The Insurance Institute of America 
was the outgrowth of that idea. Since 
then it has been the organization 
through which these societies discuss 
their educational problems; the organ- 
ization that has standardized insurance 
courses by furnishing outlines covering 
the various branches as guides for the 
educational directors and instructors of 
societies, study groups, schools and col- 
leges; it is the organization that con- 
ducts uniform tests and examinations 
for the societies and study groups, and 
awards certificates signifying that the 
holders thereof have passed the exam- 
inations and met the standards of the 
Institute. About 5,000 students through- 
out the United States and Canada have 
studied the Institute’s courses this year 
and approximately 2,500 have taken or 
will take the examinations. 

“Of the several purposes for which 
the Institute was formed, there is one 
on which ] would like to touch briefly 
today; it is, ‘to provide and maintain a 
central organization for the promotion of 
efficiency, progress and general develop- 
ment among persons employed in con- 
nection with insurance of any kind... . 
So as to secure and justify the con- 
fidence of the public and employers by 
reliable tests and assurances of com- 
petence and trustworthiness of persons 
engaged in insurance.’ 


Trained Men and Women Needed 


“OT. ° o 
Is that not a statement of vision? 


Insurance Institute of America 


Objectives Outlined by Pres. Crewe 


Those insurance leaders of 40 years ago 
realized what all of us here today recog- 
nize so clearly, that the continued de- 
velopment of our great business as 
private enterprise depends upon a 
thoroughly trained group of men and 
women in the field, as producers, and 
in the company ranks. 

“Insurance education must so ‘prepare 
sieeaitetieall 








Hardy Prize Awarded 





Ben Fasman 


Wendell Holst, Oregon Mutual Fire, 

located in Salt Lake City, receiving the 

Edward Rochie Hardy Prize as the most 

distinguished graduate of the Insurance 

Institute of America. Presenting the 

prize is Rexford Crewe, president of 
the Institute. 








them that they will understand and be 
capable of explaining to others the prin- 
ciples, the purposes, and the importance 
of insurance in the personal and _ busi- 
ness activities of our citizens. 
“Insurance education must give 
confidence and the power that 
with knowledge. Knowledge of and con- 
fidence in one business will be con- 
sciously and unconsciously translated 
into a relationship with the public that 
would justify its confidence in us. Knowl- 
edge developed through insurance educa- 
tion should so guide the thinking of 
all of us that in our relations with our 
public we will at all times keep in mind 
that the advice and information which 


the 


goes 


Springfield Group Merges 


Three of Its Companies 
Stockholders of the New England In- 
surance Co., Sentinel Fire and New 
England Casualty, meeting in Spring- 
field, Mass., have voted approval on a 
merger of the companies into New Eng- 
land Insurance Co. to be effective De- 
cember 31. The assets of the new com- 


pany will exceed $12,000,000 and the 
surplus to policyholders will be over 
$6,000,000. 

The New England Insurance Co. will 
have authority to write all fire and 
allied lines; casualty insurance, and 


fidelity and surety bonds. 


E. E. HUMPHREY ADVANCED 

E. H. Forkel, vice president of the 
National of Hartford Group, announces 
that Assistant Agency Superintendent 
Elmer E. Humphrey is being promoted 
to agency superintendent of the com- 
pany’s western department in Chicago. 
Mr. Humphrey joined the National of 
Hartford Group in April, 1939 after 
graduating from the University of 
Kansas. 








we give and the actions which we take 
are to further the best interest of the 
public. 

“When those with whom the men and 
women of our business come in daily 
contact are convinced that our services 
partake of a professional character in 
that they are keyed on the highest plain 
of helpfullness and intelligence, then will 
the public have that confidence which 
the founders of this institute were striv- 
ing to attain. 


Use of Knowledge Attained 


Likewise, when the young men and 
women educated in insurance, not only 
use their knowledge along the lines men- 
tioned, but apply it with equal ferver and 
industry to the tasks set by their em- 
ployers, they will have attained the 
second objective of those early leaders. 

“Attendance at classes given by so- 
cieties, by private institutions and by 
insurance companies has tremendously 
grown in the past few years. However, 
there are hundreds of thousands of in- 


surance men and women who are so 
located that they cannot receive the 
benefits of the existing sources of in- 


struction. It has been and is one of the 


supreme functions of the Insurance In- 
stitute of America to find ways and 
means of presenting to these people the 


insurance education which they and our 
business so urgently require.” 
Falls Wedding Anniversary 

Mr. Crewe also revealed that Laurence 
E. Falls, secretary of the Institute, and 
Mrs. Falls were celebrating their wed- 
ding anniversary on the day of the 
meeting, Thursday, November 16. Sin- 
clair T. Skirrow, vice president of the 
Great American fire companies, pre- 
sented the report of the educational com- 
mittee. 
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Brooklyn Agents Ask Safeguards 
For Single Location Fire Form 


The Brooklyn Insurance Agents’ As- 
sociation has issued a statement to the 
effect that if the single location fire 


reporting form is to be introduced in 
this area it should be adequately safe- 
guarded from improper sale and under- 
writing. The agents also urge that an 
adequate minimum deposit premium and 
an adequate minimum retained premium 
should be requirements for eligibility. 

The statement, issued after a meeting 
at which the single location reporting 
form was discussed at length, is designed 
to give views of this group of agents 
in the hope that they may help in arriv- 
ing at a decision as to the advisability 
of ‘odne the new form here. 

In their statement the Brooklyn agents 
Say in part:: 

“This association is cognizant of, and 
in agreement with many of, the argu- 
ments and points which have been made 
by those opposed to the introduction 
of a single location reporting form in 
New York State and particularly in 
New York City. 

“The membership of this association 
has had in its territory no evidence of 








Syracuse Insurance Women 
Sponsor a Benefit Tea 


The Syracuse Insurance Women’s As- 
sociation sponsored a silver tea for the 


benefit of the Cerebral Palsy Clinic, 
Sunday, November 12, from 2 to 5 p.m., 
in the Syracuse Museum of Fine Arts. 


the association 
They included Mar- 
jorie Hull, Marguerite Fitzpatrick, 
Marie Sullivan, Margaret Holden, Ruth 
Wright, Helen Watson and Nancy Nos- 
ser. They were assisted by past Vice 
Presidents Marion Quigley, Elsa Bailer, 
Arlene Morey, Myrtle Moncrieff, An- 
toinette Petosa, and Helen Commins. 

Edythe Mathews, president of the In- 
surance Women, presided at the tea 
table and was assisted by the committee 
and members of the board of the Cere- 
bral Palsy Clinic. 


Past presidents of 
acted as hostesses. 


James C. Hulett President 
Of Kentucky Agents Assn. 


The Kentucky Association of Insur- 
ance Agents at its convention in Louis- 
ville last week advanced James C. 
Hulett, Frankfort, from the vice presi- 
dency to the presidency, succeeding 
Hiram E. Redmon, of Ashland, who pre- 


sided at all sessions. C. Gardner, 
of Owensboro, became first vice presi- 
dent; Hendree B. Milward, a member 
of the executive committee, second vice 


president, and Peyton B. 
ville, veteran secretary- 
reelected. 
The new 
C. Barnes, 


Bethel, Louis- 
treasurer, was 


Sharidan 
to continue 


president named 
of Elizabethtown, 
as state national director. 

One resolution gave endorsement to 
the National Associations effort to se- 
cure insurance company and _ actuarial 
bureau endorsement of the proposed fire 
nsurance policy that would reduce the 
erical work of present day policies. 


the Insuring Public, 
for a single location 


any demand from 
through its brokers, 
reporting form. 
“There can be no 
a reporting form 
underwritten can afford to be.an as- 
sured with but a_ single location the 
simplest method of maintaing fully ade- 
quate insurance at all times without 
paying at some times for more insur- 
ance than is needed; provided the as- 
sured is staffed, accounting wise, to 
maintain at all times and doe€® main- 
tain at all times the records necessary 
to enable a prompt reporting monthly, 
within the agreed time, of the actual 
values at risk on the agreed upon day 
of the month, and fully understands the 
necessity for and will carry out 
meticulously by the policy provisions re- 
lating thereto. 
“Similarly —there 
but that a sing 


that 
and 


question but 
properly sold 


can be no question 
e location reporting form 
improperly pe and improperly under- 
written i.e. made available to assureds 
who will not and cannot properly comply 
with the necessary accounting mechanics, 
would be a monumental mistake—a tre- 
mendous disservice to the insuring pub- 
lic as well as to the business of insur- 
ance itself.” 





Batzer of Atlantic City 


Fire Prevention Leader 


Morris C. Batzer, well known Atlantic 
City, N. J., local agent, has been hon- 
ored by the public schools there in 
connection with his Fire Prevention 
Week program and also has received 
congratulations from the National Board 
of Fire Underwriters for his leadership 


in fire safety activity. The Bureau of 
Fire at Atlantic City has commended 
Mr. Batzer for 15,000 pieces of fire 


prevention material which was given to 
the Fire Bureau for Fire Prevention 
Week. 

A parade of children in Atlantic City 
during Fire Prevention Week was spon- 
sored by the Batzer Insurance Agency 
and the Board of Education with Mr. 
Batzer donating awards totaling $100 for 


presentation to children with the best 
costumes and most impressive preven- 
tion messages. For several years Mr. 


Batzer has engaged in fire prevention 
promotional activity in 


Atlantic City. 


BROKERS WARN RETAILERS 


Retail Businessmen Asked to Check 
Insurance Protection and Procedures 
for Preventing Losses 
Anticipating extremely large Christ- 
mas volume for retailers in all parts of 
the country this year, the National As- 
sociation of Insurance’ Brokers has 
advised retail businessmen to make an 
immediate check of both their insurance 
protection and their procedures for pre- 

venting losses. 

A spokesman for the association re- 
vealed that individual brokers are al- 
ready experiencing a heavy volume of 
requests from retail establishments ask- 
ing a review of insurance to cover the 
extra hazards of the Christmas season, 

New products, larger and more costly 
inventories, increased store traffic, ex- 
panded sales forces, larger amounts of 
cash receipts and cash for payrolls plus 
generally inflated values of properties, 
merchandise and fixtures all mean that 

Christmas loss this year could be an 
extremely severe one, the brokers group 
warned. 

To safeguard against these risks, re- 
tail establishments should not only re- 
view insurance coverages to see that 
they are adequate, but should also in- 
spect and tighten procedures designed 
to prevent losses and claims. 





J. W. Rose and Wife Mark 
50th Wedding Anniversary 


J. W. Rose of Buffalo, N. Y., retiring 
secretary of the New York State Asso- 
ciation of Insurance Agents, and Mrs. 
Rose observed their golden wedding an- 
niversary on November 16. He and 
Maude Rose were visited by Joseph A. 
Neumann, president of the state associa- 
tion; Russell M. L. Carson, former pres- 
ident, and Emil T. Clauss, executive vice 
president, with the three of them pre- 
senting Mr. Rose with a gift from the 
members of the state association. 





Pohs Institute Award to 
Be Given to Typermass 


Carl Typermass, formerly Deputy In- 
surance Superintendent of New York 
and presently manager of the metropoli- 
tan department of the Home Indemnity, 
will be honored next month with the 
third annual award of the Pohs Institute 
of Insurance. 

Presentation of the award for “Out- 
standing Service in Promoting the Inter- 
ests of the Insurance Brokerage Pro- 
fession,” will be made to Mr. Typermass 
by his former fellow deputy, Alfred 
J. Bohlinger, now New York Superin- 
tendent of Insurance, at ceremonies to 
be held as part of the annual dinner 
program of the Brooklyn Insurance 
Brokers Association, December 7, at the 
Towers Hotel, Brooklyn. Mary Donlon, 
chairman of the Workmen’s Compensa- 
tion Board, will come from Albany to 
attend the presentation. 

Announcement of the selection of Mr. 
Typermass by a special awards com- 
mittee of the Brokers’ Associations’ 
Joint Council, headed by Mortimer L. 
Nathanson, was made by Herbert J. 
Pohs, founder-director of the Pohs In- 
stitute of Insurance, 132 Nassau Street, 
New York City. 
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Miller Sees Inflation 
Cutting Agents’ Profits 


Inflationary — . with upward 
spiralling prices and wages in_ the 
months ahead will ccntiaae to distort 
insurance values and shrink the already 
small margin of profit of the stock in- 
surance agents of America. Such is the 
prediction of Melvin J. Miller, presi- 
dent of the National Association of 
Insurance Agents in his address to the 
52nd annual convention of the Indiana 
Association of Insurance Agents, this 
week. 

Add to these, he said, increasing and 
keen competition, “not so much among 
ourselves as from so-called  ‘fly-by- 
nighter’s’ and ‘direct sellers,’ and_vari- 
ous degrees and kinds of socialistic 
government insurance.” In the years 
ahead it will be the survival of the 
fittest and best qualified. 

The NAIA President pointed out that 
each local agent in America, “if he is 
worth his salt at all,” will have to meet 
these problems head on. 





Texans Honor Miller at 
Dinner in Fort Worth 


State officials, company men and as- 
sureds joined local agents of Texas in 
honoring Melvin J. Miller of Fort 
Worth, newly elected president of the 
National Association of Insurance Agents, 
at a testimonial dinner held in_ the 
Blackstone Hotel, Forth Worth, Novem- 
ber 16, with about 125 in attendance. 

The dinner was planned by the Fort 
Worth Insurance Underwriters Associa- 
tion and the 12 companies in Mr. Miller's 
office wefe joint hosts at a cocktail party 


for all guests. Tom S. Gillis of Fort 
Worth, former TAIA president, was 
toastmaster. 

The speakers were Oscar C. Jones, 
veteran Fort Worth agent; Hollis F. 
Danvers, Houston, TAIA president; Judd 


G. Stiff, Hartford Fire special agent; 


Joe P. Gibbs, Casualty Insurance Com- 
missioner; Cruger T. Smith, Dallas 
agent; William Holden, executive vice 


president of the Fort Worth Chamber 
of Commerce, and Drex G. Foreman, ex- 
ecutive secretary, TATA. 
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HE Territory of Iowa, created by Con- 
gress in 1838, was three times the size 

of the state today, a vast sparsely settled 
frontier extending to the Canadian border 
on the north and embracing parts of the 
present states of Minnesota and the Dakotas. 
Robert Lucas, its first governor, saw the re- 
gion for the first time when he arrived in 
Burlington by river steamboat from Ohio 
but he was no stranger to frontier life. 
Born in 1781 in Shepherdstown, Virginia 
—now West Virginia—at the age of twenty 
Robert Lucas moved with his parents to the 
Northwest Territory where he began his 
career as a surveyor. After many years in 
various local and state offices he was twice 
elected governor of Ohio. He also acquired 








extensive military experience, serving in the 
War of 1812 and becoming major general 
in the militia and colonel in the U. S. Army. 

Four years after the death of his first wife 
Lucas was returning on horseback from a 
session of the Ohio legislature when he 
spied a young woman approaching with a 
milk pail in either hand and jokingly re- 
marked to his traveling companion that he 
would marry her if she leaped the fence 
which blocked her path. Instead of opening 
or letting down the bars, the young woman 
bounded over. That evening in the farm- 
house where Lucas and his friend sought 
shelter they met the daughter of the house- 
hold, Friendly Ashley Sumner, the young 
lady who had nimbly leaped the fence, and 








who indeed later became his second wife. 

Robert Lucas had a stormy term as gov- 
ernor of the Territory of Iowa for, besides 
the difficulties of administering a far from 
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Mantels above the seven fireplaces are black walnut 


law-abiding region where gambling and in- 
temperance were rampant, he was 
subjected to considerable sniping 
from political opponents. Never- 
theless, he was a firm, upright ad- 
ministrator whose vigorous poli- 
cies did much to establish order in 
the youthful territory. His most 
notable achievement was settling FIRE 
a boundary dispute with Missouri 
in Iowa’s favor. 

In 1844 Robert and Friendly 


Lucas built a home on the outskirts of Iowa 
City which they named Plum Grove where 
he spent the rest of his life. Though retired 
from politics, he devoted his talents to fur- 
thering the temperance movement, develop- 
ing the public school system and promoting 
railroads. 

Appropriately, Plum Grove is now main- 
tained as a state monument. In recent years 
it has been restored to its original condition 
by a number of interested Iowa citizens and 
through the efforts of the Society of Colo- 
nial Dames it has been furnished with ar- 
ticles of the proper period including some 
that graced the house in the time of Lucas. 
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Columbia University School of Business 


(Continued from Page 3) 


was previously open only to full-time 
students. To make this possible a sub- 
stantial portion of the school’s curricu- 
lum is available during late afternoon, 
evening and Saturday hours. Under the 
part-time program a limited number of 
well-qualified persons can be accepted 
on their experience records for work in 
specialized fields. JET, under the direc- 
tion of Assistant Dean R. Parker East- 
wood, is receiving positive encourage- 
ment from business in the form of tui- 





Assistant Dean R. Parker Eastwood (left) and Associate Dean David L. Dodd. 


tion payments for employed-students or 
time off to permit attendance at late 
afternoon classes. 


The American Assembly 


Step 4, the American Assembly, is 
President Dwight D. Eisenhower’s an- 
swer to the question of education’s 
place in the national picture. He states 
that educational institutions must as- 
sume leadership in studying, explaining 
and perpetuating our American way of 
life. The Assembly is a program of con- 
tinuing conferences which will bring to- 
gether representatives of business, labor, 
the professions, political parties and gov- 
ernment. The purpose of the Assembly 
is to throw impartial light on the major 
problems that confront America, so that 
our citizens can take effective steps to- 
ward solving these problems. The As- 
sembly will be housed at Arden House, 
recent gift to the University of W. 
Averell Harriman. 

Other steps in the development pro- 
gram are well past the planning stage, 
and, in the near future, announcement 
of Step 5, which will serve to further 
broaden the School’s offerings to the 
business world, will be made. 

The full-time student body of the 
school numbers approximately 500 and 
is drawn from 42 states and twenty-one 
foreign countries. An additional 400 


persons are registered as part-time stu- 
dents and are residents of the New York 
instructional 


area. The staff numbers 





turers are such men as Oswald Knauth 
of the National Bureau of Economic 
Research in marketing; Benjamin Gra- 
ham of Graham-Newman Corp. in in- 
vestments; Ralph Watkins of Dun & 
Bradstreet in mobilization planning; 
Carmen Blough of the American Insti- 
tute of Accountants in acounting; Ord- 
way Tead of Harper & Brothers in in- 
dustrial relations; and Harold Wess, 
former vice president of Macy’s, now 
with Alexander’s Departmennt Store, in 
marketing. 


Teaching Method 


In teaching, the school tries to use 
the method which explains a given sub- 
ject in the most concise and _ satisfac- 
tory manner. At the present time an 
experiment in teaching by the confer- 
ence method is being conducted by Pro- 
fessor William H. Newman in his basic 
course in management. Many business 
firms are finding that the conference 
method of training develops more com- 
prehensive understanding of the sub- 
jects covered and has more lasting ef- 
fect on employe behavior. Professor 
Newman states that the essential char- 
acteristic, the key, is to have a small 
group of men exchange ideas about how 
a problem should be solved. The tech- 
nique is that of active participation as 
against mere reading, listening or re- 
citing. Among other teaching methods 
in use are the conventional text assign- 
ment, lecture and case-problem types of 
instruction. Advanced students are able 
to use the New York business world as 
one of their laboratories. They visit 
businessmen in their offices, secure first- 
hand knowledge, and obtain case _his- 
tories and report material. 


Library of Graduate School of Business 

The Graduate School of Business Li- 
brary serves as another laboratory for 
students and staff. The library has a 
basic collection of over 87,000 volumes 
covering business and economics, ap- 
proximately 2,000 American and foreign 
periodicals, trade and association jour- 
nals, and extensive files of current gov- 
ernment releases and pamphlet material. 
Also included are several large collec- 
tions of research materials and docu- 
ments, notably the Montgomery Library 
of Accountancy and the Marvyn Scud- 


forty-eight. Of these, thirty-six are full- 
time permanent faculty and staff and 
the remainder are instructors and asso- 
ciates drawn from the business com- 
munity. 


The Faculty 


All senior and many junior faculty 
members have outstanding reputations 
in their own fields. Among these are 
James Bonbright in utilities; Paul Nys- 
trom in marketing; Carl Shoup in taxa- 


tion and public finance; Ralph H. 
Blanchard in insurance; Haggott Back- 
hart in banking; Frederick Mills in 
economics and statistics; David Dodd in 
investment management; James Dohr in 
accounting; John Orchard in economic 
geography. Among the part-time lec- 
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a 
der Financial Collection. A working qq 
lection of business reference tool ;, 
cluding a number of business, financy 
and labor services, is also available 5 
the business library. In addition , 
other departments and collections oj " 
university _ libraries, containing fim 
2,000,000 volumes, are at the service ,; 
students and staff. ; 

The Faculty of the Graduate Schog ,; 
Business has been and is now expen, 
ing much time and effort on a numbe 
of projects for community and nation, 
betterment. Among them are the Nex 
York State Hospital study which yx 
completed last spring by Eli Ginzbe, 
and his associates and which receiyg 
national acclaim; the Conservation , 
Human Resources project, also unt, 
the direction of Dr. Ginzberg; the }y. 
stitute for Urban Land Use and Hoy. 
ing studies, directed by Ernest Fisher. 
Carl Shoup’s study and suggested x. 
vision of Japan’s tax structure; and th 
American Assembly, which is expectej 
to hold its first conference in April, 19) 


Advisors to Dean Young 


To further implement the school’s pro. 
gram of cooperation between busines 
education and the business world thre 
advisors to Dean Young were appointe 
last spring. These advisors are Rober 
A. Lovett, Under Secretary for Defense: 
William Paley, chairman of the boar 
of the Columbia Broadcasting System: 
and O. Rogers Flynn, Jr., vice presiden 
of Seabrook Farms. Another instance oj 
this cooperation is found in the increas. 
ing number of businessmen offering 
courses in the school, some on a ful: 
time basis, some as guest lecturers 
These include, among others, Dr. Ralph 
S. Watkins, director of Research, Du 
and Bradstreet, Inc., with his Seminar 
on Economic Mobilization planning, in 
which he has utilized the = services 0 
such men as Bernard Baruch, Ferdinani 
Eberstadt; and the Seminar in Con- 
mon Stock Valuation under the direr- 
‘tion of Benjamin Graham, president oi 
Graham-Newman Corp.” 
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American Institute of Marine Underwriters 


(Continued from Page 1) 


M. Hancock, partner in the New York 
banking firm of Lehman Brothers and 
deputy to Bernard Baruch on the United 
Nations Atomic Energy Commission. In 
an off-the-record talk he spoke at length 
on atomic development in connection 


with international efforts to preserve 
peace. Mr. Hancock is a director of the 
John Hancock Mutual Life and also 


chairman of the board of the American 
Management Association which has a 
large insurance division. 


Several From Abroad 


Seated on the dais, in addition to 
Messrs. Bogardus and Hancock, were 
Benn Barber, Security Bureau of New 


York; John T. Byrne, president of Tal- 
bot, Bird & Co.; Hawley T. Chester, 
partner of Chubb & Son; John F. Ge- 
han, president of the Maritime Associa- 
tion; T. J. Goddard, retired partner of 
Chubb & Son; Harold Jackson, presi- 
dent of Wm. H. McGee & Co.; C. H. 
Leach, general manager, in England, of 
the Northern Assurance; J. L. Lucken- 
bach, American Bureau of Shipping; 
Rear Admiral Gordon McLintock, super- 
intendent of the merchant marine acad- 
emy at Kings Point, Long Island; Rear 
Admiral Louis B. Olson, in charge of 
the Coast Guard in this area; Jerome 
Sachs, U. S. Department of Commerce; 


\. G. Thacher, member of the insurance 
law firm of Barry, Wainwright, Thacher 
& Symmers, and Henry C. Thorn, ma- 
rine manager at New York for the 
North America Companies. 

Others from abroad who attended the 
dinner included Harry Lay, marine sec- 
retary, Eagle Star of England; J. M. 
Caviet of the Netherlands; Leonard 
Dick of the London insurance brokerage 
firm of Willis, Faber & Dumas; and 
H. V. Anderson, director of Marine 
Services, Department of Transport of 
the Canadian Government at Ottawa. 

Discussing problems arising out of the 
Korean crisis, the International Marine 
Insurance Union, underwriting condi- 
tions in this country and efforts to re- 
duce preventable Mr. Bogardus 
stated: 


losses 


Government War Risk Facilities 

“The Korean crisis hastened the en- 
actment by Congress of the law author- 
izing the Government to write marine 
war risk insurance when an adequate 
market on reasonable terms is not avail- 
able in authorized companies in_ the 
United States. Vessel owners had 
strongly urged the passage of this legis- 
lation in view of the termination pro- 
vision in the war risk hull policy. Repre- 
sentatives of the Institute appeared at 
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the hearings and spoke in favor of the 
passage of the bill. 

“While marine underwriters do not 
want the Government in the insurance 
business, yet experience has shown that 
war risk legislation was needed in the 
last two wars, and if we are faced with 
a spread of hostilities it will undoubtedly 
be necessary for the Government again 
to furnish war risk facilities. It is quite 
apparent that losses growing out of a 
major conflict today must be borne by 
the people as a whole rather than by 
any branch of private industry. 

“We learn that our Government is 
proceeding with plans to make its facili- 
ties available should the emergency 
arise; the statute provides that the Gov- 
ernment shall appoint commercial insur- 
ance underwriters as agents wherever 
practicable. It is interesting to note that 
market war risk rates, except in the im- 
mediate area of hostilities, have not 
been affected bv the Korean disturb- 
ance,” said Mr. Bogardus. 

“In referring to the dollar gap, we 
realize it is too early to talk about a 
permanent closing of the gap, although 
the present trend is a most significant 
development in foreign trade. Our 
grants and loans, and now our huge ex- 
penditures for rearmament, have of 
course played an important part in the 
drastic change in the balance of trade 
which has occurred in the past 12 
months. ;* 

“Possibly it is too narrow a view to 








itn 
take, but the restoration of normal tra 
relations between nations could cure a 
ECA problems as well as certain ‘ 
healthy conditions which have TOWN yp 
in marine insurance as a result of gq. 
ernment controls and blocked Currencies 


Foreign Attempts at Control 

“A disturbing trend away from thy 
traditional position of freedom of Marine 
insurance in overseas trade is the Move 
on the part of some countries abroy 
to pass laws or decrees requiring marin, 
insurance on overseas shipments to fy 
placed with companies domiciled withiy 
their own borders. Unlike property jp. 
sured under other classes of insurance 
commodities moving in world trade ord. 
narily have no situs. They originate y 
locations Within the exporting country 
and very often travel through a_ greg 
many other countries before reaching 
their final destination. Therefore it 
important that the widest latitude pe 
permitted in insuring merchandise jy 
transit. 

“John Byrne, president of the Associa. 
tion of Marine Underwriters, has. per. 
formed an invaluable service in bringing 
forcibly to the attention of the Hemi- 
spheric Insurance Conference the vita 
importance of this subiect. At the las 
conference, held in Chile in October of 
this year, attended by Mr. Byrne ani 
John Diemand, head of the U. S. dele. 
gation, a resolution was adopted by the 
full conference, with one country ab- 
staining. advocating complete freedom 
of negotiation between the buyer and 
seller in placing marine insurance. 

“While we all recognize that it is a 
natural and laudable desire of nations 
to build their own insurance markets, 
we are fearful that to attempt to do 50, 
as far as marine insurance is concerned, 
by decree or law will in the long run 
invite retaliation and produce chaotic 
conditions in foreign trade. It is a grave 
question whether free markets shoul 
lend their facilities to building up gov- 
ernment controlled and restricted mar- 
kets,” Mr. Bogardus observed. 

Marine Union Meeting 

“Delegates from our institute attended 
the meeting of the International Ma- 
rine Insurance Union, which was held in 
England in September, where many sub- 
jects of vital interest to marine insur- 
ance as a whole were discussed. No 
agreements are sought or entered into 
at these meetings, their great value ly- 
ing in the opportunity to exchange 
views on matters of universal impor- 
tance to the markets of the world. The 
American delegation occupies a fe 
spected position in the councils of the 
Union. Owen C. Torrey, vice president 
of the institute, headed the American 
delegation and was accompanied by 
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Harold Jackson, member of the execu- 


tive committee of the Union and Henry 


C, Thorn. 
Underwriting in U. S. 

“Turning to underwriting conditions in 
u, S. market, it may be recalled that 
1947 was a year of abnormally high ma- 
rine insurance premiums. The world was 
restocking its empty shelves and spend- 
its dollar balances rapidly. Our mer- 
chant marine was hard pressed to meet 
the demand for tonnage and had taken 
under charter a large number of Gov- 
ernment war built ships. This abnormal 
activity has been followed by a period 
of gradually diminishing demand for 
American goods. ; 

“ “Many countries have been forced to 
invoke currency controls and import re- 
strictions. Foreign maritime nations 
have been restoring their war depleted 
merchant fleets and competing keenly 
for the world’s carrying trade. Due to 
the falling off in the movement of cargo 
and the competition of foreign flag 
ships, U. S. vessel operators have been 
compelled to return their chartered ships 
to the Government and to withdraw 
from service some of their own ships. 

These changed conditions have resulted 
in a declining volume of premium for 
the American market, which still derives 
the bulk of its premium from the insur- 
ance of American commerce and Ameri- 
can owned or controlled shipping. 

“While U. S. ocean premiums have de- 
clined since 1947, the volume of market 
writings today is far higher than in 
any pre-war year. The inflated dollar 
has, of course, played a part in the in- 
crease, but as a market we are much 
stronger and much more internationally 
minded than ever before. 

Rate Cuts Not Healthy 

“In a free competitive market such 
as ours, underwriters occasionally be 
come a little over-enthusiastic. There isa 
tendency in some quarters today, in the 
face of the lower premium volume, to 
try to sustain or increase writings by 
rate cuts which are not justified by the 
experience. These practices are not con 
ducive to strong and healthy insurance 
market. 

“Since Korea the cargo account has 
felt the stimulus of a growth in imports, 
resulting from the stockpiling bv gov- 
ernment and accumulation by industry 
of goods which may become in short 
supply. Price levels of many commodi- 
ties have risen rapidly. Crude = rubber, 
wh'ch last year was selling at 16 cents 
per pound, is now 80 cents per pound, 
and the prices of tin, wool and many 
other commodities have; soared. 
are beginning to pile up on our docks. 
Underwriters are being pressed for ca- 
pacity as cargoes reach values as high 
as nine and ten million dollars. 

“While vessel values have remained 
lairly stable, underwriters must*keep in 
mind, in fixing rates on hulls insured for 
the next 12 months, the effect on the 
cost of hull repairs of present inflation- 
ary trends. Repair costs may be on 
ag higher basis before the risk runs 
0 


ing 


Coods 


“During the past year the institute has 
cooperated with many organizations in 
Measures to reduce preventable losses. 
Under the aegis of the Maritime Asso- 
Cation of the Port of New York steps 
have been taken by ship owners, ship- 
pers and underwriters to improve the 














THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





5§ FIFTH AVE., NEW YORK 





packaging, handling and stowage of 
cargo in overseas trade. Loss prevention 
recommendations widely circulated by 
the International Marine Insurance 
Union have contributed in no small de- 
gree to the improved conditions. 


Security Bureau in New York 


“The activities of the Security Bureau 
in the Port of New York have been re- 
sponsible in large measure for the re- 
duction in theft and pilferage losses in 
the port. Through the efforts of the 
Bureau many arrests have been made 
and the culprits have received severe 
sentences. Dock workers and truckmen 
in the port have learned to have a 
healthy respect for the Bureau. ~ 

“If there is one outstanding criticism 
of U. S. marine insurance, it is in the 
field of public relations. I doubt whether 
the other principals of the trinity of for- 
eign trade, namely, banking and_ ship- 
ping, realize the importance to our over- 
commerce of a strong U. S. in- 
surance market. I am sure that Congress 
and industry generally have little appre- 
ciation of it. We should take a leaf 
from the book of Mr. Leach’s country 
(Great Britain) where banking, ship- 
ping and insurance work hand in hand, 
backed by an understanding govern- 
ment.” Mr. Bogardus declared. 

Officers of the institute, other than 
Mr. Bogardus, are Owen C. Torrey, 
general manager, Marine Office of 


seas 


Excelsior Has 20% Gain 
In Premiums; Assets Rise 


Payment of a cash dividend of twenty 
cents a share, payable.on December 18, 
to stockholders of record December 1, 
was authorized by directors of the Ex- 
celsior of New York at their regular 
auarterly meeting held in Syracuse. This 
is the 29th consecutive semi-annual divi- 
dend. 

President, Forrest H. Witmeyer, re- 
ported that gross agency premiums dur- 
ing nine months of this year were more 
than 20% ahead of the same period of 
last year. Also, during September, the 
company’s net assets passed $2,000,000 
for the first time, being $2,021,996 as 
compared with $1,759,927 a year earlier. 
Surplus at the end of September was 
$555,149, a new high in Excelsior’s his- 
tory. 

Losses incurred to net premiums 
earned and expenses incurred to net 
pemiums written were 83.2% during nine 
months of this year compared with 
92.8% during a similar period of 1949. 





America, first vice president; Frank B. 
Zeller, U. S. marine manager, Royal- 
Liverpool Group, second vice president; 
Owen E. Barker, vice president, Apple- 
ton & Cox, Inc., treasurer; Ernest G. 
Driver, secretary, and Edward R. King, 
assistant secretary. 


HONOR AHA, PHILIP MORRIS 
National Board Presents Award to Hotel 
Association and Tobacco Company 
for Careless Smoking Drive 
The National Board of Fire Under- 
writers has awarded a special citation 
to the Philip Morris cigarette company 
and the American Hotel Association for 
their joint fire prevention campaign 
against the hazards of careless smoking 

in hotels. 

The citation, signed by W. E. 
Mallalieu, general manager of the Na- 
tional Board, was presented by Wilton 
H. Davis, board representative. to T. 
Harry Gowman, president of the AHA, 
and Jack Prokop, Philip Morris section 
sales manager, at the annual convention 
of the hotel group. 

The campaign which won the plaudits 
of the underwriting group was initiated 
a year and half ago by Philip Morris 
and resulted in the placement of more 
than 400,000 cards in hotel rooms across 
the country, warning guests against the 
hazards of smoking in bed, one of the 
major causes of hotel fires. 

“The joint fire prevention program of 
the American Hotel Association and 
Philip Morris Company, Ltd., has given 
hotel guests a much better understand- 
ing of the dangers of careless smoking 
and should result in a very real advance- 
ment in life and fire safety in hotels 
throughout the nation,” the citation read 

















THERE’S /ROUBLE in THE AIR... 


And your answer would be very important to the 


storekeeper who says— 


“As the owner of a retail home appliance store 
I sell and install a gas-operated kitchen stove. 
After the sale is completed and the stove is in- 
stalled, the purchaser returns from a social eve- 
ning to find his prize dog asphyxiated because 
of a faulty connection in the stove. Would my 


Storekeeper’s Liability policy protect me if the 


dog owner makes claim for damages?” 


Of course it would! No it wouldn’t! And, if it doesn’t, 
what policy does? This is a “toughie” so don’t be 
too quick with your answer. You might be wrong! 
The answer to the quoted question is contained in the 


Group’s current issue of “True or False.” Your copy is 
available on request to our Advertising Department. 
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North America Explains Catastrophe 


Coverage Proposals to Commissioners 
By Rocer W. BupLonc 


An American market for catastrophe 
coverage was proposed to the commit- 
tee on rates and rating organization of 
the National Association of Insurance 
Commissioners at Chicago last week. 

R. Heilman, vice president of the 
Insurance Company of North America, 
said his company is convinced that this 
is a legitmate insurance form for which 
there is a genuine demand. 

American insurers, he said, must be 
permitted to provide the protection. The 
plan was originally presented to the 
Commissioners last spring and_ tenta- 
tively encouraged pending a close study 
of the rating procedures relative to ex- 
isting rate regulatory laws. 

Mr. Heilman suggested, in order to 
differentiate between this form of cov- 
erage and deductible coverages also con- 
sidered by the committee: of Commis- 
sioners, that catastrophe insurance is 
similar to reinsurance although it should 
not be so classified. It should be a class 
of business and called exactly what it is 
and treated within the framework of 
the state rating laws. 

Heilman Rating Proposal 

To answer the problem, Mr. Heilman 
recommended that rate filing require- 
ments be suspended or modified under 
the All Industry Bill (Sec. 4(f) because 
rating must be flexible for this type of 
coverage. 

A study of more than 100 accounts to 
which such coverage would apply indi- 
cated, he said, that it is necessary that 
some such plan be approved. Mr. Heil- 
man was to speak the next day before 
the Insurance Division of the American 
Management Association, a buyers group, 
to get reactions from corporate insur- 
ance managers on this plan which 
would be judgment rated. The plan of- 
fered the committee, he said, was mere- 
ly a guide to judgment—a place to begin 
in estimating the premium. 

He was asked why experience rating 
could not be used and replied that. it 
would be difficult if not impossible be- 
cause many of the types of accounts 
which would benefit under the plan 
which calls for a minimum of $100,000 
of self-insurance before the plan can be 
underwritten, don’t have enough units 
on which to base experience. 

He was asked if the plan differed from 
the Federal (Chubb & Son) or Factory 
Mutual deductive fire insurance plan and 
told the Commissioners that these plans 
called for the writing of “normal” risks. 
On these plans the losses are adjusted 
as on any other policy less the amount 
deductible. The catastrophe coverage 
works as a contract providing a limit 
of loss in excess, somewhat like reinsur- 
ance treaties. 

In case of a catastrophe the reinsur- 
ers do not concern themselves with 
the individual “underlying” loss. The 
excess carriers only gets the claim after 
the primary claim has been adjusted. In 
the case of self-insurance, the owner of 
the catastrophe coverage underwrites the 
first $100,000 or more of the loss. This 
coverage only applies to that loss that 
is unusual in character. Those of usual 
character or credible losses don’t need 
rate flexibility. There must be free judg- 
ment to develop the premium. 

No Primary Cover Allowed 

The plan would be rated preferably by 
the individual company with a definite 
bona fide relationship between the com- 
pany and the buyer. The contract is 
voided if the buyer goes into the market 
for primary insurance. 

Full texts of the proposals were sup- 
plied the committee by the North Amer- 
ica which will make a further study for 
report at the December convention of 
Commissioners in California. In addi- 
tion to Mr. Heilman, John C. Phillips 


and L. H. Longley-Cook represented 
North America. 
Commissioners present were John 


Lange, Wisconsin; David A. Forbes, 


Michigan; J. Edward Day, Illinois; 
Frank Sullivan, Kansas; Sterling Alex- 
ander, Iowa; Bernard Stone, Nebraska. 
Roy McCullough represented New York 
in the morning session and A. J. Bohl- 
inger, of New York was present for the 
afternoon session which was called for 
the purpose of developing new discus- 
sions on the proposed deductible fire 
insurance plan presented by Fred W. 
Wrenn, manager of the fire department 
of Chubb & Son, New York. 


Deductible Plan of Chubb & Son 


While it was pointed out that the de- 
ductible fire policy and the catastrophe 
coverage were dissimilar in several ways, 
the Commissioners said that there was 
a point where they overlapped between 
the minimums and maximums of self- 
insurance. The catastrophe coverage has 
a minimum of $100,000 before certifica- 
tion and the deductible coverage goes as 
high as $250,000 in some instances and 
in the case of the Factory Mutuals even 
as high as $1,000,000. Mr. Wrenn thought 
that this overlapping might easily be 
prevented and Mr. Heilman said that 
the $100,000 was the lowest figure com- 
patible with his plan. Mr. Wrenn sug- 


Edwin W. Trenbath Dies; 


Former Blue Goose Head 
Edwin W. Trenbath, state agent of 
the Norwich Union Fire at Seattle, 
Wash., and most loyal grand gander of 
Blue Goose for 1949, died November 4, 
following a heart attack. He had re- 
cently returned from a field trip. Mr. 
Trenbath, who was well known to many 
fire insurance men in the East through 
his national activity in Blue Goose for 
years, was born in Somerville, N. J., on 
February 2, 1889, and in 1908 moved to 
Kennewick, Wash. A few years later 
he entered the local agency business. 
Mr. Trenbath went into the company 
field with the Capital Fire. He joined 
the Fireman’s Fund in 1926 and in 1933 
became associated with the Norwich 
Union in the Northwest. He was a vet- 
eran of World War I and a member of 
the American Legion. Surviving are his 
wife, a daughter, a brother, three sisters 
and four grandchildren. 





gested that might well be the maximum 
for deductible fire. 

Deductible fire can be written by sev- 
eral companies. Concurrent insurance 
on one specific assured can be arranged. 
He explained that if an assured carried 
$10,000 primary with another company 
and $10,000 deductible with his group, it 
would be regarded as $20,000 deductible 
paying only losses after $20,000. The 
insured must carry the entire deductible 
himself. 
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WATERTOWN AGENCY CHANGE; 





Seaver & Peck, Inc., Purchase Agencig, 
of Floyd Ellis and of Late 
Charles S. Pringle 

Seaver & Peck, Inc., Watertown X 
Y., insurance agency, has purchased th, 
agencies of Floyd C. Ellis in the Pag. 
dock Arcade and of the late Charles ¢ 
Pringle, Bruce A. MacDonald, fin, 
president, announced. 

Mr. MacDonald, with Seaver & Peck 
for the past 32 years, and John E, Jone 
vice president for the last two Year 
will continue as the top two officers 
Mr. Jones had previously operated the 
Jones-Hines agency. 

The Ellis agency had_ specialized jy 
accident, health and hospital insurance 
The Pringle agency had been operate 
temporarily by Dundon Real Estate 
following the death of the owner, anj 
was purchased by Seaver & Peck a fey 
weeks ago. 

The purchasing concern has been ip 
existence since 1884. The offices are jn 
the Watertown National Bank build. 
ing. 





Square Club’s Program for 


Dec. 1 Party Announced 


William L. Kick, Fireman’s Fund In. 
demnity, who is first vice president of 
the Insurance Square Club and general 
chairman of its 28th annual dance and 
entertainment, announces that the pro- 
gram for this affair, set for December 
1 at Hotel Statler, New York, will fea- 
ture top-notch stage and television stars, 

Ernest J. Thomson, Phoenix-Connec- 
ticut Group, is in charge of general ad- 
mission; James B. Russell, Whitehill 
Agency, Inc., is handling box tickets and 
Frank A. Bicka, America Fore, boosters. 





Atlantic Moves Wright 
To Philadelphia Office 


T. S. Wright has joined the branch 
office production staff of the Atlantic 
Companies in Philadelphia as_ special 
agent. The transfer was made from 
the Atlantic Companies’ service office 
in Syracuse, N. Y. ; 

Mr. Wright joined the Atlantic Com- 
panies in March, 1941. He will service 
the Atlantic Mutual and Centennial in 
southern New Jersey and Philadelphia 
suburban territories. 





“Norbrit Guards” Hold 


Dinner in New York 
About a hundred “Norbrit Guards” of 
the North British Group gathered for 
their annual dinner at the Hotel Pierre, 
New York, November 16. George H. 
Duxbury, United States manager of the 
North British Group, who is a “Guard 
of long standing himself, was present. 
The gathering was composed of men- 
bers in home office territory who have 
been with the North British Group for 
25 years or more. 
Similar “Guards” dinners were held 
simultaneously in other cities around the 
country. There are now 153 active 
“Norbrit Guards” countrywide and 
honorary members. 





OHIO REJECTS ESCOTT PLAN 

The Ohio Division of Insurance has 
rejected the Escott plan for rating muy 
tiple location fire risks on a credit an 
surcharge basis on the ground that the 
plan is objectnonable “in that it results 
in rates for fire and allied types ol 
physical damage insurance, which are 
unfairly discriminatory, contrary, to the 
purposes set forth in Section 9592-1 o! 
the General Code of Ohio and the fe 
quirements of Section 9592-3 of the 
General Code of Ohio.” The plan has 
been returned to the Ohio Inspection 
Bureau with the suggestion that it give 
further consideration to the proposal. 








Many other states have approved the 
same plan, deciding that rates giving 
credit for good experience are not ui 
fairly discriminatory. 
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An explanation of the rating plan for 
the catastrophe coverage policy of Chubb 
& Son of New York was given by Fred 
W. Wrenn, manager of the fire depart- 
ment, when he addressed the Insurance 
Conference of the American Manage- 


ment Association at Chicago last week. 
The basic principles guiding Chubb & 
Son in developing the program for the 
large deductible risks were, said Mr. 
Wrenn, subscribing to regulation under 
state laws and subscribing to reasonable 
uniformity of rates and forms through 
established rating bureaus. Continuing 
he said in part: ; 
“We decided that the most practical 
from of deductible would be the dollar 
amount, rather than a percentage _and 
accordingly selected a minimum of $5,000 
—and a maximum of $250,000, with other 
specified amounts, such as $10,000 - $15,- 
000 - $20,000 and so forth, as shown in 
our rules, as the deductibles permitted 
under this program. We realized of 
course, that the dollar amount of the 
deductible must bear a definite relation 
to the value of the property and to give 
weight to this feature, we sampled losses 
from our own file. 
64% of Losses Under $25,000 


“Realizing, of course, that our own 
experience would not provide a suf- 
ficiently broad basis to give this proper 
consideration, we obtained an exhibit of 
losses from the National Board of Fire 
Underwriters showing the number and 
amounts of losses in various groups, 
such as losses between $1 and $500 - $500 
and $1,000 and so forth. 

“The table we prepared from such in- 
formation indicated that approximately 
40% of the aggregate amount of losses 
in the year in question involved losses 
were individual claims did not exceed 
$5,000. Approximately 64% of the losses 
in that period were for amounts of less 
than $25,000. 

“On the basis of our analysis, we de- 
veloped a table of credits evaluating the 
effect of the deductible in relations to 
the amount of insurance required by 
coinsurance, or when used with a report- 
ing floater policy, in relation to the full 
reported values. 

“You will note that we have disturbed 
time tested practices of coinsurance basic 
rates and form conditions as little as 
possible making only such changes as 
required to give one very important 
privilege to the policy-holder and_ that 
is—the right to absorb a part of his 
insurance risk to the extent permitted 
by his own circumstances, and to give 
him proper credit in his premium cost 
for the effect such a deductible would 
have on the probability of loss to us. 
“Our policy is issued on the basis of 
the normal coinsurance conditions, to 
which is added a special provision for 
the deductible assumed by the insured, 
with amounts ranging from $5,000 to 


$250,000, 
Table of Credits 


“We have esiablished a table of credits 
under which the lowest credit is 16%, 
based on the tariff rate and computed 
on the full amount of insurance, includ- 
ing the amount of the deductible. These 
credits increase to a maximum of 93%, 
which would apply in the case of a $250,- 
deductible, which represented 90% 
or more of the full insurance carried on 
the property. 

Some more practical deductibles are 
~$10,000 deductible, representing 5% of 
the full insurance, receives a 22% credit. 
A $25,000 deductible, representing 10% 
of the full amount of insurance, would 
oa a 31% credit from the published 

e. 

“Tn all cases, it is the policy-holder’s 
evaluation of the amount and extent of 





giving 
ot un- 










the tisk of assuming the deductible 
Which decides the value of the plan. We 


Wrenn Explains Catastrophe Cover 
Deductible Form of Chubb & Son 


would not urge its use at all. We merely 
feel it should be available for those who 
want it. 

“Our plan is based on a minimum pre- 
mium of $500 per policy and the specific 
condition that requires the deductible to 
be carried entirely by the insured and 
not insured under any other form of 
policy. This deductible plan may be used 
in connection with any of the perils 
usually written by the fire department 
of fire companies, such as, fire, extended 
coverage, vandalism, springler leakage 
and so forth. It may also be used under 
any of the policy forms, such as _ build- 
ings, contents, reporting stock, use and 
occupancy, rental value and so forth. 

“The only exceptions we have made 
are leasehold interest and legal liability 
insurance. 

“There has been criticism of this pro- 
gram on the grounds that it encourages 
self-insurance. We have no desire to 
promote ourselves out of business by 
advocating self-insurance, but we feel if 
self-insurance is any improvement over 
what we now provide, we may rest as- 
sured that its development is inevitable. 
We do not, however, believe our plan 
will have such an effect.” 


Insurance Men Elected to 
New Ohio Legislature 


Insurance men, it is expected, will 
have a prominent role in the new Ohio 
General Assembly, which will enter upon 
its duties in January. Both the Senate 
and House are overwhelmingly Republi- 
can and already J. Frank McClure, Lon- 
donville, who has served four terms in 
the House, is being mentioned for 
speaker. ° 

Insurance men elected to the Gen- 
eral Assembly are: Senate—Theodore 
M. Gray, Jr., Piqua, son of Theodore 
M. Gray, Sr., former senator, now secre- 
tary of the Ohio Association of Insur- 
ance Agents; Tom V. Moorehead, 
Zanesville, who already has served three 
terms; Fred L. Adams, Bowling Green, 
who has served seven terms. House— 
J. Frank McClure, Londonville; Ralph 
L. Humphrey, Ashtabula; Dean M. 
Hickson, Lancaster, three terms; Arthur 
H. Milleson, Freeport; Fred A. Hunt, 
Toledo, two terms; Thomas J. Barrett, 
Youngstown, five terms; Harold L. 
Short, Piqua, one term; George C. Phil- 
pot, Summerfield. 

Frank J. Lausche, who was reelected 
governor, has asked the members of 
his cabinet to remain under his new 
term, and it is understood that there 
will be no changes in the Division of 
Insurance. which is headed by Walter 
A. Robinson, Superintendent, who has 
been with the company department 
many years. 





FIREMARKS...In the 
early days of fire in- 
surance, each insured 
was given a metal or 
wooden plaque with 
the insurance com- 
pany’s seal thereon to 
be nailed in a conspicu- 
ous spot on the front of 
his building to show 
that the house was in- 
sured. Each fire insur- 
ance company had its 
own fire department 
and when several of 
these brigades would 
arrive at the scene of a 
fire, the brigade whose 
company’s sign was on 
the property would try 
to save what had not as 
yet burned. The other 
brigades would stand 
around and watch! 


The National Union 
and Birmingham Fire 
Insurance Companies 
stress the need of fire 
preventive measures, 
but should a loss occur, 
they are noted for their 
prompt and just settle- 
ment of claims. 
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Blue Goose Deputies 
And Chairmen Named 


MURPHY FOR EASTERN STATES 





Albiez a Deputy for New Jersey and 
New York; Emmerich for Phila.; 
Fell Appoints Committees 





Appointments of the new deputy most 


loyal grand ganders and committee 
chairmen of the Order of the Blue 
Goose International by Paul M. Fell, 


Philadelphia, most loyal grand gander, 
have been announced through Richard 
A. Kenzel, Milwaukee, grand wielder, as 
follows: 

Deputy most loyal grand ganders-at- 
large: Wm. T. Murphy, New York, 
eastern states; R. Harry Lewis, Greens- 
boro, N. C., southern states; Robert J. 
Parker, Winnipeg, Man., Canada; Allen 
C. Guy, Columbus, O., central states; 
Herbert E. Manners, San Francisco, 
western states. 

Deputy most loyal grand ganders for 
Canada: R. L. Fenerty, Calgary, for Al- 
berta; George M. Meredith, Vancouver, 
for British Columbia; Fred Davis, Win- 
nipeg, for Manitoba; W. A. Winhall, 
Toronto, for Ontario; Benoit Bertrand, 
Montreal, for Quebec. 


Deputies and Committee Heads 


Deputy most loyal grand ganders for the 
United States: R. K. Davis, Jr., Washington, 
for Maryland and District of Columbia; Andrew 
E. Douglas, Parkersburg, W. Va., for West 
Virginia; Howard Emmerich, Philadelphia, for 
Pennsylvania; George O. Albiez, Newark, for 
New Jersey and New York; Palmer M. Brice, 
Dallas, for Texas, Arkansas, Oklahoma, Louis- 
iana; Thomas M. Hickey, New Orleans, La., for 
Kentucky, Tennessee, Mississippi, Alabama; H. 
G. Turner, Columbia, S. C., for Virginia, Caro- 
linas, Georgia, Florida; Waldemar J. Moe, Port- 
land, for Oregon and Washington; W. J. H. 
Montgomery, Boise, for Idaho and Montana; 
Ralph Dyer, Salt Lake City, for Utah; Charles 
W. Rogers, San Francisco, for northern Califor- 
nia; E. W. Dunn, Los Angeles, for southern 
California and Arizona; Roy D. Wilcox, Den- 
ver, for Colorado, Wyoming and New Mexico. 

Gilbert W. Root, Honolulu, for Hawaiian 
Territory; Harry B. Lucky, Minneapolis, for 
North Dakota; Alan K. Bolton, Fargo, N. D., 
for South Dakota; John Nelson, Milwaukee, for 
Minnesota; Willard M. Brown, Kansas City, 
Mo., for Nebraska; Wesley E. Bagley, Omaha, 
Neb., for Iowa; Curtis B. Tarter, Louisville, 
Ky., for Ohio; Alfred S. Snow, Columbus, for 
Indiana; C, B. Herrick, Jackson, Mich., for 
Michigan; L. Irwin McKay, Detroit, for north- 
ern Illinois; R. E. DeHaven, St. Louis, for 
southern Illinois; John Boedett, Kansas City, 
Mo., for Kansas; E. Arnold Smith, Des Moines, 


Ia., for western Missouri; Herbert A. Elkin, 
Springfield, Ill., for eastern Missouri; A. G. 
Keats, Chicago, for Wisconsin. 

Judge advocate: Hubert O. Wolfe, Milwau- 
kee. 


Committee chairmen: jurisprudence—Mr. Wolfe; 


constitution and by-laws—Joseph Knowlan, 
Philadelphia; ritual—R. R. Dearden, Philadel- 
phia; memorial—Howard Emmerich, Philadel- 


phia; emblem—Floyd Pickett. New York City; 
publicity—Leonard R. Snyder, Philadelphia; 
eligibility of employes of multiple line compa- 
nies—Richard C. Williams, New York City; 
ladies’ auxiliary—Ralph Tilton, Philadelphia. 





HOME CHANGES IN FIELD 





Johnson at Charlotte, N. C.; Chenoweth, 
Dallas; Martin, Houston; Baugh, 
Okla. City; York, New Orleans 

The Home Insurance Company has an- 
nounced promotion of Charles M. John- 
son, Jr. from trainee to special agent in 
the Charlotte, N, C., office. Mr. John- 
son will serve under the direction of 
Resident-Secretary J. C. Cook. 

The Home has also announced the fol- 
lowing changes in their various field 
offices: James W. Chenoweth, Dallas, 
Texas, has been promoted from trainee 
to special agent and will make his 
headquarters with Secretary W. L. 
Gravely and Manager Earl M. Holt in 
the Great National Life Building at 
Dallas; Jack R. Martin has been pro- 
moted from trainee to special agent and 
has been assigned to State Agent W. 
P. Nabors at City National Bank Build- 
ing, Houston. 

In Oklahoma Howard T. Baugh has 
been promoted to special agent and 
will make his headquarters with Man- 
ager I. M. Hughes in the Mercantile 
3uilding, Oklahoma City. 

Arthur C. York has been promoted 
from trainee to special agent and will 
make his headquarters with Manager 
M. W. Sykes in New Orleans. 
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Gallagher, Planet, Hits 
Commission Competition 


SAYS AGENTS WOULD BE LOSERS 


Feels Agency Produced Business Could 
Be Priced Out of Market and Into 
Hands of Direct Writers 
Advising as seek commis 
sions in excess of the general average 
paid to producers, Eugene F. Gallagher, 
Chicago manager for the Planet Insur 
ance Co., told the annual convention of 
the Illinois Association of Insurance 
Agents November 14 that the majority 
of companies will not resort to boosts 
in commission rates to attract new busi 
ness. In the long run a commission war 
healthy for agents he 


ents not to 


would not be 
dec’ared. 

Mr. Gallagher stated that he cannot 
conceive of the insurance business with 
out agents, but if such a change should 


EUGENE F. GALLAGHER 


ever develop he fee's it would be the 
result of the law of economics. “If ever 
the time comes,” he sa:d, “that business 
finds that it can render service equiva- 
lent to that rendered by the agent at 
a definitely lower cost, then the day of 
the agent is over and none of us can 
do a thing about it. If ever the public 
has reason to believe that the billion 
dollars it pays to agents and brokers is 
not earned, then you can write ‘finis,’ 
and close the book.” 


Holds Over-all Average Is Fair 


Telling why he feels that agents 
should expect companies to allow the 
generally accepted rate—that which is 
considered reasonable on the basis of 


experience and consolidated judgment— 
Mr. Gallagher said on this subject: 

“A very simple will show 
clearly that of the 100 cents comprising 
the premium dollar, a certain allocation 
is made—an allocation which in some 
constitutes rate allowables and 
in others, although not so called, is 
essentially the same thing. In other 
words in the over-all average so many 
cents are allocated to pure losses, so 
many to claim expense, so many for 
the various items of ’ 


analysis 


classes 


acquisition, so 


many tor administration and a few 
paltry fe incidentally—for profit 
Since there are only 100 cents in the 
dollar, it is obvious that if one item— 
acquisition cost which consists for the 
most part of agent’s commissions, is 


increased beyond the contemplated fig 


ure, then some other item must be 
decreased. 
‘A high commission company must 


either make up the difference by some 
decrease in the service it renders or it 
must rely upon an extraordinarily favor- 
able loss expectancy; and years have 
shown that no single company can long 





count on a loss ratio appreciably below 
the average. Probably the agent loses 
more by having a high commission com- 
pany than he gains by having the in- 
creased commission. We live not on 
commission percentages but we live on 


commission dollars. 


Are High Commissions Beneficial? 


“Where would a continuation of com- 
petition by commission lead us? Would 
vou benefit by urging an increased com- 
mission? | think it is obvious that in 
the economic cycle that lies ahead of 
us, if will be necessary for all business 


and all industry to effect economy. 
Those insurance companies which are 
taking a long range view and which are 
not gambling on a temporary advantage, 
are making every effort to reduce that 
portion of the cost which is represented 
by the comparatively small part of the 
premium dollar which is left for opera- 
tion after commissions, and losses, and 
taxes have taken their share. 

“Do those companies who now offer 
increased commissions do you—the 
agents—a service? Are they not wooing 
you in the guise of a Judas? Is it not 
likely that if commissions rise to what 





This is one of a series of advertisements appearing regularly in 
leading newspapers throughout the country. 























Things every Insurance Buyer should know—No. 39 


ROAD OPEN-— 
Getter Tuswrauce rbuecad! 


| If you are a property owner with insurance problems, you 
| can expect important and beneficial changes in the 
future . . . fewer gaps in coverage . . . simpler policies . . . 





more comprehensive insurance . . . lower over-all cost. 





Wishful thinking? Not at all. These improvements are 
very real possibilities today 


something called multiple-line insurance. 


because of the growth of 





insurance, and vice versa. 


Until recently most states restricted insurance com- 
panies in the number of different kinds of insurance each 
could write. Thus a fire company could not write casualty 


The combined efforts of insurance companies, property 
owners and insurance commissioners to create a better 
insurance “product” have led many states to lift the 
most severe restrictions by granting multiple-line powers. 
These powers permit a single insurance company to write 
all kinds of insurance except life and annuity. Radical 
changes under the new laws won’t come overnight, but 
eventually multiple-line insurance is certain to bring 








* * * 


property owners many distinct advantages. 


If you are interested in learning more 
about multiple-line insurance—what 
it is and how it will benefit you— 






send for a copy of our booklet, “The 
Road to Better Insurance”. It will 
be mailed without cost. Simply ask 


for Booklet B. 











THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


Home Office: 49 Wall Street, New York 


Baltimore + Boston Chicago Cincinnati Cleveland Dallas Detroit 
Grand Rapids Houston Los Angeles Newark New Haven Oakland 
Philadelphia - Pittsburgh + Portland + St. Louis + San Francisco + Seattle + Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 
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seems to be an unreasonable Port 
of the premium, regulatory officials . 
step in and effect controls covering i 
important item? Is it not possible " 
some companies would welcome Sah, 
situation and by wantonly increagiy 
commissions are attempting to Spee 
that day? : 

“Under present conditions there hes 
been a disturbing growth of direct Wt 
ing companies, and this is signifies 
because the only reason any one bn 
insurance from a direct writer js he 
cause he believes it costs less, Appar. 
ently not all agents have convinced th 
purchasers of insurance that the sepyig 
rendered by the agent is worth why 
it costs, and that cost is essentially 
difference between the direct write, 
cost and. the cost of protection pur. 
chased through regular agency channe 
Widen that difference and can you hy. 
lieve that this will not add impetus , 
the growth of the direct writing op. 
pany? Would they not welcome such; 
play into their hands? 

“I do not pretend to know what con, 
missions should be. I know they can} 
depressed to a point where the agey 
cannot begin to render the service whic) 
the insured has a right to expect ¢ 
them. At the same time, commission 
can be too high. We can _ price oy 
agency produced insurance out of th 
market and open wide the door to; 
different type of merchandising, 

What of Tomorrow? 


“That is why it is so important for 
all of us to look beyond today—in fac 
beyond tomorrow,” Mr. Gallagher tol 
the agents. “Let us ask ourselves jf 
those companies who are fomenting ir- 
creased commissions are really favoring 
the agent or if possibly, unwittingly, 
they are robbing them of their ver 
livelihood. We know that when con- 
missions get out of hand, if they become 
too high, the agents will be the ultimat 
losers. Insurance companies have bil 
slions of dollars invested in capital ani 
surplus, they are not going out oi 
business. 

“They would much prefer to go on 
through agents as they are now, but! 
doubt if they would follow that desire 
to the point of commercial suicide. That 
is why the majority of companies, ever 
in the face of disturbing action on the 
part of some few of their contemporary 
stock competitors, hold the line. They 
realize that the very life of the bus: 
ness as we know it depends upon ren- 
dering adequate service for the premium 
dollar. It is gratifying to know that 
thinking agents are just as aware a 
are most of the companies, that com- 
mission wars can be as disastrous a 
are rate wars.” 


Expect Iowa Change in 


Insurance Commissionet 
Governor William S. Beardsley 0 
Iowa, a Republican, was reelected for 
another two-year term in the recent 
Iowa general election, defeating his 
Democratic opponent, Lester Gillette 
Governor Beardsley will submit to the 
next legislature his appointment for Ir 
surance Commissioner. Sterling Alexat- 
der, the present Commissioner, will 
complete his term next July 1. Beards 
ley is not expected to reappoint Alex 
ander. 
Charles Fischer, who formerly held 
the insurance post until succeeded by 
Alexander, is a close friend of the gov 
ernor and served as his campaign mame 
ger two years ago. He did not take 
part in the present campaign due to his 
job as secretary of the state’s Little 
Hoover Committee which is making 
recommendations for reorganization 0 
the state government. 








ELVIS SPECIAL IN TENN. 
The Phoenix-Connecticut Group lh 
appointed John B. Elvis as special agen! 
in eastern Tennessee with headquartets 
at Knoxville. ' State Agent Ray 
Gustetter will continue supervision ° 
the western part of the state from his 
office at Nashville. 























No\ 


— 





43 
deri 
Pau 
& | 
duct 
sure 
Mat 
Fric 
whe 
not, 
port 
ies 
nun 
ovel 
ap 

C 


told 












@ 


er 24, 19 


z 





a 9 
able Portic, 4 
officials yy 
Covering thi 
Possible thy 
COME such ; 
4 INCTeasiny 
tO spe 





November 24, 1950 


a 









ai UNDERWRITER 2 








Bighorn REM OLR 
Adu 


L aiuto mo bile} 















Page 29 































Ss there his 
direct pri 
5 SIQNificay 
LY One by; 
Titer ig fp. 
less, App. 
NVINced thy 
| the servi 
Worth Why 
sentially thy 
ect writer 
ection pur. 
CY channel 
“an you pe. 
impetus | 
TIting cop. 
ome such , 








what com. 
they can hy 

the agen; 
TVvice whic 
» expect of 
‘OMMissions 

Price oy 
out of the 
door to 
‘ing, 

? 


: 


portant for 
ay—in fac: 
lagher told 
urselves ji 
nenting in- 
ly favoring 
Inwittingl) 
their very 
vhen con: 
ley become 
he ultimate 
have bil- 
Sapital and 
ig out ol 


to go on 
now, but | 
that desire 
icide. That 
nies, evel 
ion on the 
temporary 
line. They 
the busi- 
upon ret: 
e premium 
snow that 
aware as 
that com- 
AStrous as 


n 
issionef 


rdsley oi 
lected for 
he receft 
ating his 

Gillette 
nit to the 
at for In- 
o Alexan- 
ner, wil 
_ Beards: 
int Alex- 


erly held 
eeded by 
the gov- 
on maria: 
not take 
ue to his 
e's Little 

making 
zation 0 





ENN. 

roup has 
jal agent 
Iquarters 
Ray 

vision 0! 
from his 
















Transportation Cover Held Vital 
Despite Responsibility of Carriers 


Transportation and ocean marine un- 
derwriting problems were reviewed by 
Paul M. Corbett, president of Johnson 
& Higgins of Illinois, insurance pro- 
ducers, when he spoke before the In- 
surance Conference of the American 
Management Association at Chicago last 
Friday. He told insurance buyers that 
whether their organizations are, or are 
not, carrying insurance against trans- 
portation risks because of large recover- 
ies direct from carriers, there are a 
number of factors in transportation often 
overlooked which would be covered by 
qa proper insurance program. 

Citing a few examples Mr. Corbett 
told the AMA gathering: 

Railroads Not Liable in Acts of God 


“1 The best known is of course that 
railroads are not liable for losses aris- 
ing from Acts of God. 

“? Truckmen acting as common car- 
riers will often advise that they have full 
insurance, but this statement may refer 
only to the fact that they have full cov- 
erave for their liability, which of course 
is not ‘all risks.’ 

‘3, There is of course the use of your 
own trucks where you are your own 
carrier and have no recourse, 

“There are two aspects of transporta- 
tion insurance, which have come to the 
fore more recently, which may not be 
well known to many of you. 

“The first of these is the method of 
handling claims. For many years it was 
the practice for an assured to report 
all claims promptly to his broker or 
agent for transmission to underwriters, 
and then to proceed against the carrier. 
Negotiations with carriers often took 
several months during which time un- 
derwriters would write to the broker 
or agent who inturn would write to the 
assured asking about the status of each 
claim, 

“Often by the time settlement was 
made by the carrier or declined, the 
fle would have grown to annoying pro- 
portions. We have now arranged for as- 
sureds to file a report once a month 
showing the total number and amount 
ot the outstanding claims under the 
policy. This indicates immediately the 
loss position under the account. If there 
are any losses which are ready for Un- 
derwriter’s attention, either because no 
recovery is possible, or because the car- 
ner has declined liability, a single claim 
lor the total amount and the necessary 
documents on each case is appended to 
the monthly report. In this way a tre- 
mendous amount of delay is eliminated 
and and ready reference is available as 


to the status of the account in 


month. 


U. & O. Insurance to Transit Risks 


any 


“The second development is the adap- 
tation of so-called ‘use and occupancy’ 
insurance to transit risks. This relatively 
new protection has a number of applica- 
tions, but two or three examples may 
suffice to give you the essence of the 
covers: 

“1, Let us assume a corporation finds 
it necessary to send out a piece of ap- 
paratus for repair or some other change. 
The scheduling of the repairs to the 
machine is therefore planned, but, let 
us assume that while the machine is in 
transit or at the processors plant it is 
seriously damaged or entirely destroyed. 
A replacement might be difficult to ac- 
quire and might take, let us say one 
to six months. Under such circumstances 
the schedule slow down of 24 or 48 hours 
will be dragged out with a consequent 
heavy loss through the interrupted op- 
eration of the plant. This latter loss can 
be insured under transportation U. & O. 

“Take another example—when produc- 
tion is at its highest there may be one 
or more types of material which cannot 
be stock-piled and which are running on 
a tight schedule. In the manufacturing 
process such shipments are eagerly 
awaited for the proper continuation of 
the manufacturing process. Should a 
loss occur in transit, the production line 
might be stopped for a week or longer. 
Again, you can see that U. & O. will 
fill the gap as it can be drawn to pay 
the loss due to stoppage until the next 
shipment comes in. 

“In concluding the domestic aspect of 
the transportation situation, I think it 
can best be summarized by stressing that 
while collections from carriers take care 
of a great number of claims, there are 
still many aspects of transportation 
which are not protected by any third 
party liabilities or coverages and the 
fact of the excellent collection from 
carriers has produced a cost basis for 
transpotration coverage that generally 
makes it too economical to be without.” 


Eilis Joins Fire, Marine 
Division of Peerless Casualty 


Frederick H. Ellis has joined the staff 
of Peerless Casualty of Keene, N. H., 
as executive representative of the fire 
and inland marine division to assist 
Vice President B. G. Getchell. Born in 
Old Town, Me., Mr. Ellis was gradu- 
ated from Cony High School, Augusta, 











SARKS-341n 


34TH AT BROADWAY, N. Y. | 





JEWELRY APPRAISAL SERVICE 


@ Saks-34th jewelry experts will examine and appraise all types of 
jewelry at a nominal cost to the customer. 

@ A certificate will be issued, itemizing the jewelry at the current 
retail value for insurance purposes. 


INSURANCE COMPANIES, BROKERS and their clients find this an 
invaluable service. Appraisal hours 9:30 A. M. to 6 P. M. (Thursday’s 
until 9). Saks-34th—Mezzanine Floor. 





° LACKAWANNA 4-7000 





F. J. ROGERS AGENCY EXPANDS 


Underwriting Staff Enlarged by Addi- 
tion of Frank Murray, Jr.; Will 
Assist Manager W. B. Creet 

In keeping with the healthy expansion 
of its business in fire and inland marine 
lines, the Frank J. Rogers Agency, Inc., 
of 45 John Street, New York, has en- 
larged its underwriting staff by appoint- 
ment of Frank Murray, Jr., formerly an 
inland marine underwriter with Hoey, 
Ellison & Frost, Inc. 

Mr. Murray, who joins the Rogers 
agency in a similar capacity, will assist 
William B. Creet, manager of the in- 
land marine department. He saw five 
and one-half years of service in the 
armed forces during World War II and 
prior to that was with the North British 
& Mercantile. 





and Coburn Classical Institute, Water- 
ville. He later completed the insurance 
and law course at the Hartford School 
of Law and Insurance, now a part of 
the University of Connecticut. 

Mr. Ellis spent several years with the 
Aetna Insurance Co. at its home office 
in loss work, and is well known to 
agents throughout New England, having 
been state agent for the Employers’ 
Fire for a number of years. 





Plitt Named Chairman 


Marine Clearing House 
The American Marine Insurance 
Clearing House elected W. Irving Plitt, 
Atlantic Mutual, as chairman at the 
fifth annual meeting held in New York 
last week. Owen E. Barker, Appleton & 
Cox, is vice chairman; Thomas M. 
Torrey, Insurance Company of North 
America, treasurer, and Edward R. King 
continues as secretary. The retiring man- 
agers were elected to serve until the 1953 
annual meeting and standing committees 
were also elected. 





Auto Sales Agency Drops 


Ads on Free Insurance 

The General Brokers’ Association of 
Metropolitan District, Inc., which acted 
upon a complaint against a local auto 
sales company that had been advertising 
free insurance, has received word from 
Superintendent of Insurance Alfred J. 
3ohlinger that the firm agreed to dis- 
continue such advertising. 

In the event that brokers and agents 
notice any future violations of this 
character, Samuel Oberman, president 
of the association, urges that they call 
the attention of the offenders to this 
ruling. 
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Sometimes the road ahead seems nar- 


rower yet the person who does go for- 


ward often finds the way less crowded, 


for all too many are stopped when they 


think they see the vanishing point. 


‘ 


+ Q. q 
“ Ro oe 


ee 


9° 
9: 
90 JOHN STREET 
NEW YORK CITY 

















Page 30 






_UNDERWR 





ITER 


November 24, 19%) 


















C. T. Spaulding Succeeds 
J. E. Lewis as Aetna V.P. 


TAKES COMMAND IN NEW YORK 
Lewis’ Request for Retirement Granted 
by Aetna Cos.’ Board of Directors; 
Careers of Both Executives 





Announcement was made this week by 
the Aetna Life Affiliated Companies of 
the forthcoming retirement of J. E. 
Lewis as vice president in charge of 
their New York office and the appoint- 
ment of Claude T. Spaulding as vice 
president to succeed Mr. Lewis. This 





Kaiden-Kazanjian 


CLAUDE T. SPAULDING 


action, taken at the last meeting of the 
boards of directors of Aetna Life, Aetna 
Casualty & Surety and the Automobile 
Insurance Co., followed a request by 
Mr. Lewis that his name not be sub- 
mitted for reappointment at the annual 
organization meetings of the Aetna 





J. E. LEWIS 


Companies’ boards next February. Mr. 
Lewis, who has been in ill health, has 
been granted a leave of absence until 


February and will sojourn in Florida 
for several months. 
Since 1937 Mr. Lewis has held the 


(Continued on Page 35) 


Evan Gray Dead; Former 
Ontario Superintendent 


WAS NOTED TORONTO LAWYER 


Former Chairman and Counsel, Cana- 
dian Casualty and Automobile Insur- 
ance Associations; His Career 
Victor Evan Gray, one of the most 
distinguished Canadian lawyers, died on 
November 17. He was the immediate 
predecessor of R. Leighton Foster, K.C., 
as Ontario’s Superintendent of Insur- 
ance. In recent years he has been en- 
gaged in general practice, specializing 
in insurance law, and has been on the 
law faculty of the University of Toronto. 
Mr. Gray was born in Tillsonbure, 
Ontario, and h’‘s colleges were. Wood- 
stock, McMaster and Osgoode Hall. He 
read law with Aylesworth, Wright, Moss 
& Thompson and with C. W. Kerr, K.C., 
and also with Montgomery, Fleury & 

Co., Toronto. 

Counsel of Insurance Organizations 

Mr. Gray was admitted to the bar of 
Ontario in 1914; became a trust officer 
and branch manager of Trusts & Guar- 
antee Co. In 1918 he was assistant in- 
come tax commissioner finance depart- 
ment, Ottawa; and in 1920 was appointed 
Ontario’s Superintendent of Insurance 
and Register of Loan Corporations. He 


became chairman and counsel of the 
Canadian Casualty Underwriters Asso- 
ciation and Canadian Automobile Un- 
derwriters Association, 1924-1928. En- 
gaging in general practice, he was 


instrumental in bringing about reform 
of Provincial statutes which established 


Made Home Indemnity V.P.’s 


George E. Stroub and T. Morgan 
Williams, vice presidents and _ secre- 
taries of the Home Insurance Co., have 
been made vice presidents and secre- 
taries of the Home Indemnity, effective 
at once. 





HOWELL FORNOFF DIES 

Howell Fornoff, surety underwriter in 
Seaboard Surety’s home office, died sud- 
denly of a heart attack November 16. 
He was only 37 years old. Mr. Fornoff 
joined the Seaboard last February after 
service with Employers’ Liability in New 
York and Texas. His career started with 
the F. & D.’s home office. Funeral serv- 
ices were held November 20 in Baltimore. 
Survivers are his wife and daughter. 





FRANK P. ROBERTSON ELECTED 

Frank P. Robertson, underwriter in 
the Newark branch office of Fidelity & 
Deposit, has been elected township clerk 
at Bedminster Township, New Jersey. 
Mr. Robertson has been with the F. & 
D. for two and a half years, joining the 
company following World War II serv- 
ice in the E.T.O. He attended Rutgers 
and New York Universities. 





uniformity of insurance law in all com- 
mon law provinces of Canada. He ap- 
peared before the Privy Council in the 
insurance constitutional jurisdiction ref- 
erences of 1923 and 1931 and engaged 
in many other activities of public import. 

He was on board of governors and 
Senate of McMaster University for sev- 
eral years and was influential in Asso- 
ciated Boards of Trade and Chambers 
of Commerce of Ontario. He became 
national councillor of Canadian Chamber 
of Commerce in 1938. 

Mr. Gray was author of “Canadian 
Constitutional Development Since Con- 
federation,” and was co-editor of “Cana- 
dian Insurance Case Law” and “Insur- 
ance Law Reporter.” He contributed 
numerous articles to Bench and Bar. 

















Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


EABOARD SURETY COMPAN 


79 MAIDEN LANE, NEW YORK 


Whitehall 3-1484 

















Randall Sees Trend 
From Social Schema 


SPEAKS BEFORE CONN. AGENT; 


Considers Last Election and Situatig 
Abroad; Says Private Enterprise 
Advocates Must Tell Story 


Conversion of the people to the systen 
of private enterprise is the job of eyy 
insurance man, said Jesse W. Rand 
president of the Travelers Insurang, 
Cos., in his address before the Con. 
necticut Association of Insurance Agent: 


— 





JESSE W. RANDALL 


-November 15. He said that the tren/ 
vate business during the last generation 
is not too difficult to understand and 
that the problem, once a_ trend ha 
started, is to know when to stop it. ‘ 
think that time is now,” he said. 

Mr. Randall said that mankind 
throughout the world is exercising its 
intellectual powers in the right direction 
and making decisions for freedom rather 
than for the control and regimentation 
of the individual and his economy. He 
illustrated this point by four examples. 

His first example was New Zealand, 
which, he said, as far back as 1895 “be 
gan tipping the barrel this way and that, 
splashing Government 
people.” By 1949, he said, the Labor 
party decided “to turn the barrel wp 
side down,” while the opposing Nation 
party stood for “increased liberties 
the national economy, including encour: 
agement of individually operated bus: 
nesses, shops and farms. The electorate 
of New Zealand, he added, “threw oi 
the paralysis of a Government dictate 
economy.” 


Predicts Change in Great Britain 


The pattern followed in Australia, he 
said is much the same. As _ to Gre 
sritain, he said that its cradle-to-the 
grave plan of social security was mos! 
alluring to the voters when it was firs 
announced but now doubts are rising 
and the Labor party regained power by 
the slimmest possible majority. “At 
almost every day,” he added. “that. real 
istic old fox, Winston Churchill, tries ! 
upset it. Mark my words—one day he 
will.” 

As to the United States, Mr. Randel 
said that to his knowledge, not a sing 
major candidate in the recent electio! 
campaigned on the basis of socialize’ 
medicine, “currently the most importat! 
item on the agenda of those who fave! 
putting Uncle Sam into a Santa_Clats 
suit,” and were also wary about discuss 
ing the Brannan Plan. He asked if tht 
politicians detected a “straw in the wit 
—a straw that was blowing away from 
control and regimentation—a straw that 


(Continued on Page 38) 
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To Embrace Fire Lines 


: CONSTITUTION i 1S AMENDED 
Prepares for Multiple Line Underwriting ; 
To Change Name Next May; Barber 
and Other Officers Reelected 
Decision t ; beeen the scope of its 
activities so as to embrace fire and al- 
‘lied lines, in view of the new era of 


j — line writings, was made by the 


Casualty Actu irial Society through 
adoption of amendments to its constitu- 
tion at its annual meeting in New York, 
The amendments delete 
former references to its purposes in con- 
nection with “casualty and social insur- 
‘and replace them with the phrase, 


“nsurance other than life.” This action 


paves the way for fire insurance ac- 
tuaries to enter the society. 

Consideration also was given to 

changing the name of the society in 


conformity with this new program but 


f no decision on the final title has been 
reached. 


The choice will be made at 
the next meeting of the society which 
will be held May 10-11 at the Sea View 
Country Club, Absecon, N. J. 

This new program will make neces- 
sary the revamping of both study sub- 
jects and examination requirements and 
of the society will under- 
take this work which probably will con- 
sume wae months of time. 

All Officers Reelected 

Harmon T. Barber, actuary in the 
casualty actuarial department, Travelers 
Insurance Co., was reelected president 
and all of the other officers were re- 
elected as follows: 

Vice presidents—Thomas O. Carlson, 
actuary, National Bureau of Casualty 
Underwriters, and Norton O. Masterson, 
vice president and actuary, Hardware 
Dealers Mutual Fire Insurance Co.; 
secretary-treasurer — Richard Fondiller, 
Woodward & Fondiller, consulting ac- 
tuaries; editor—Emma C. Maycrink, 
secretary-treasurer, Association of New 
York State Mutual Insurance Compa- 
nies; librarian—Samuel M. Ross, as- 
sistant actuary, National Bureau of 
Casualty Underwriters; chairman — ex- 
amination committee, Roger A. Johnson, 
actuary, Utica Mutual Insurance Co. 

New directors elected for three years 
to fill expirinng terms were: Edward S. 
Allen, actuary, Compensation Insurance 
Rating Board; Clarence A. Kulp, pro- 
fessor of insurance, University of Penn- 
sylvania, and John A. Mills, vice presi- 
dent and actuary, Lumbermens Mutual 
Casualty Co. and American Motorists 
Insurance Co. 

New Fellows and Associates 

The following associates who had com- 

pleted their examinations were received 
as fellows, and awarded their diplomas 
at the morning session: 
Frank Harwayne, assistant actuary, 
National Bureau of Casualty Underwrit- 
ers; William J. Hazam, assistant actu- 
ary, oe an Mutual Liability Insur- 
ance Co.; Francis J. Hope, actuarial de- 
partment, Hartford Accident & Indem- 
mty Co.; William Leslie, Jr., assistant 
manager, National Council ‘on Compen- 
sation Insurance; Gilbert R. Livingston, 
assistant actuary, National Bureau of 
Casualty Underwriters: George C. Mun- 
terich, Statistician, Lumber Mutuz ul Casu- 
alty Insurance Co. 

The following candidates who have 
Passed the examinations were enrolled 
‘S$ associates; John H. Boyajian, ac- 
tuarial department, National Coun- 
cil on Compensation Insurance; Doug- 
Royal-Live actuarial department, 

rpool Group; James B. Haley, 

: Nad _~ ial departme nt, Firemen’s 
rance Co.; Laurence H. L ong- 

ley-Cook, actuary, Insurance Co. of 
Allen L. Mayerson, ac- 





North Americ: as 


) luarial assist: nt, National Surety Corp.; 


lenry W, Menzel 


, actuarial department, 
National . 


sureau of Casualty Under- 


a the enrollment of the new mem- 
total membership of the society 
(Continued on Page 38) 


Barber Suggests Study of New Mode 


Of Workmen’s Compensation Rating 


Harmon T. Barber, actuary in the 
casualty actuarial department, Travelers 
Insurance Co., who was reelected presi- 
dent of the Casualty Actuarial Society at 
its annual meeting last week, chose for 
his presidential address the subject, “The 
Enigma of the Permissible Loss Ratio.” 

Making a plea for “a more abundant 
and spontaneous participation” by the 
members of the society in the writing 
of papers for the semi-annual meetings, 
Mr. Barber suggested that different 
angles of cosualty insurance be subjected 
to “actuarial engineering.” 

Mr. Barber listed the number of angles 
from which the propriety of using a 
standard permissible loss ratio such as 
€0% for workmen’s compensation is 
challengeable, and said it is evident that 
there exists a problem of major propor- 
tions—a challenge to restore to the ac- 
tual loss ratio its former characteristics 
as a convenient index for underwriting 
results or to devise some other means 
of facilitating estimates of underwriting 
profits for portions of the business. 


Lists Possible Solutions 
Among possible solutions he listed 
segregation of those portions of the 


business which are most extreme in their 
variation from the normal by coding all 
such premium items as a_ sub-line of 
business; to provide for obtaining pre- 
miums at manual or standard rates by 


calculating the standard premium for 
each individual risk and either record- 
ing this premium in duplicate or by 


supplementing collectible premiums wi ith 
a specially constructed record of the 
differences between standard or collect- 
ible premiums; to code each premiums 
item to designate the ratio of the provi- 
sion for losses to premium of the par- 
ticular item being handled. 

Saying that under each of these plans, 
with the possible exception of the first, 
the amount of additional work presents 
a discouraging prospect, Mr. Barber 
made the following suggestion: 

“There is another means of dealing 
with the problem under review which 
would require a marked change in rat- 
ing methods for compensation insurance. 
It is not a plan which can be adapted 
to existing procedures and, therefore, 


may be considered to be somewhat vi- 
sionary in character. It is of interest 
as an illustration of how a rearrange- 


ment of certain elementary or basic 
prac tices occasionally may suggest a way 
of attaining an objective previously 
considered to be impracticable. 

Divided in Two Parts 

“The principal characteristic of this 
solution to the problem is a division 
of all compensation premiums into two 
parts which for convenience may be de- 
signed as Type A and Type B premi- 
ums. Every compensation risk would pay 
a premium composed of these two ele- 
ments. Type A premium would be deter- 
mined as the product of risk classifica- 
tion payrolls and a distinctly different 
system of manual rates so constituted 
as to provide only for losses, claim ad- 
justment expenses, inspection costs, and 
taxes on this part of the risk premium. 
With the exception of taxes, these items 
all relate to expenditures made directly 
for the benefit of the insured employer 
or his employes. 

“There would be no designed expense 
gradation by risk premium size in this 
part of the risk premium. It might be 
necessary to utilize loss constants or 
some other device as a supplementary 
source of premium income for small 
risks in order to equalize loss ratio by 
size of risk. Prospective experience rat- 
ing and retrospective rating would be ap- 
plied to Type A premium but would not 
be applied to Type B premium. 

“Type B premium would be developed 
by the application of a schedule of rates 
or premium charges to the total risk pay- 
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roll for all classifications combined. This 
premium would contain provisions for 
acquisition, administration and payroll 


audit expenses with the concurrent taxes 
for this part of the premium. The items 
of expense included in Type B premium 
are necessary costs encountered in pro- 
viding the protection, benefits and serv- 
ices which are covered by Type A pre- 
mium. 
Provides Gradation of Premiums 

“The schedule of Type B rates would 
provide for a material gradation of pre- 
mium by risk size and either could con- 
sist of a single schedule to be applied 
uniformly to all risks regardless of risk 
hazard or could be adjusted to conform 
with risk hazard on risks of sufficient 
size (say, risks eligible for experience 
rating) by abc a separate bp t- 
tion to risk Type B premium. This 
modification might be equivalent to the 
ratio of the risk average Type A rate 
to the statewide average Type A rate, 
the former being obtained readily by di- 

viding the risk Type A premium by the 
risk exposure. The choice would depend 
on the decision reached after careful 
study of whether a simple method would 
suffice or whether it would be advisable 
to adhere to precedent in the matter of 
making all expense provisions functions 
of pure premium. 

“It is felt that the complications cre- 
ated in the latter event would not make 
the method impracticable although it is 
questionable whether the refinement is 
otherwise essential. Under either alter- 
native the Type B premium could be 
split by specific percentages to determine 
the portions allocated for acquisition 
costs, administration and payroll audit 
expenses. It might be that the schedule 
of Type B rates or premium charges 
could be so established as to avoid the 
necessity for expense constants and min- 
imum premiums. As _ stated previously, 
it is contemplated that Type B premium 
would not be subject to modification by 
reason of experience rating or retrospec- 


tive rating.” 
Mr. Barber said it appears that the 
suggested plan has certan advantages 


and it might be expected that the Type 
A premium would represent about three- 
quarters of the total compensation pre- 
mium and this would be based upon rates 
which would be considered to be keyed 


to the requirements of all carriers, re- 
gardless of type. 
“In other words,” he said, “in this 


part of the premium there would be less 
disparity as to expense provisions than 
exists today for different types of car- 
riers in total expense provisions. Dif- 
(Continued on Page 37) 





Duffus Makes Hit With 
Casualty Actuaries 


URGES POSITIVE THINKING 


His Advice: Try to Persuade Under- 
writers to Broaden Coverages 
Instead of Reducing Rates 


Roy A. Duffus, prominent Rochester 
agent who is the NAIA national state 
director from New York State, treated 
the Casualty Actuarial Society to one 
of his typical talks Thursday evening, 
November 16, at Hotel Biltmore, New 
York. Although Mr. Duffus was billed 
to speak on “What Makes Actuaries 
Tick” he generously gave of his philos- 
ophy on life and _ living, interspersed 


with timely observations on cooperation 
between the companies and the agents 
and the Duffus brand of humor. It went 
over big with the actuaries and their 
wives who had gathered for the annual 
dinner which precedes the business 
meeting, election of officers and presen- 
tation of formal papers. 

Introduced by W. J. 
dent and treasurer, Excess Insurance 
Co. of America, who was toastmaster, 
Mr. Duffus offered one specific sugges- 
tion to the actuaries. He said: “Perhaps 
you can persuade the underwriters to 
approve the broadening of policy forms 
instead of reducing rates.” The speaker’s 
reasoning behind this suggestion was 
that reduced premiums mean the result- 
ant reduction of the loading for home 
office expense. If coverages are broad- 
ened the public will benefit and so will 
the producers as the insurance will be 
that much easier to sell. 


Constable, presi- 


Sees Some Underwriters as Pessimists 


At the outset of his talk Mr. Duffus 
discussed negative vs. positive thinking, 
and said: “Too many of us have become 
pessimistic about the future. We think 
negatively and we get negative results. 
The very atmosphere around us is sat- 
urated with frustration and pessimism. 
What is wrong? Human nature? That 
we cannot change. But we can organize 
ourselves for intelligent living. We can 
trv to develop an atmosphere of positive 
thinking.” 

The speaker then lamented that some 


underwriters are good examples of pes- 
simism and of negative thinking. They 
would not take a chance, he said, on a 


man who lived at the top of the moun- 
tain who had applied to their company 
fer liability insurance. The reason: 
“Some day someone may climb that 
mountain. Some day someone may slip 
and a claim will develop. So, let us de- 
line the risk with regrets! Let some 
other company write that line.” 

Further along Mr. Duffus held up 
agents as good examples of optimists 
and declared: “We must be that way. 
We have to sell the product our compa- 
nies prepare for us. Pessimists nut ex- 
clusions into the policies we sell. Through 
friendly cooperation with avents, our 
companies and the National Bureau of 
Casualty Underwriters discuss ways and 
means to eliminate some of those ex- 
clusions.” 


$50 Tobacco Limit Eliminated 


By way of illustration the speaker 
said that several years ago the agents 
asked that the tobacco limit of $50 be 
eliminated from the storekeepers policy. 
They also asked to retain the limit on 
narcotics. “Some pessimistic underwrit- 
ers objected, saying that such a move 
would increase losses. We maintained 
that our idea would result in holding 
the rate at the present level. We felt 
that carrying exclusions and limitations 
to the nth degree not only would elim- 
inate losses but would also eliminate 
the premium, or reduce it greatly,” said 
Mr. Duffus. 

Last month the agents’ wishes were 
eranted. The $50 tobacco limit was elim- 
inated and so was the limit on narcotics. 
Furthermore, the rate was reduced. The 
agents hadn’t asked for that reduction, 
and from what Mr. Duffus said they 

(Continued on Page 37) 
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Advertising Helps Agent To Be Best 
Known Insurance Man In His Area 


Speaking at the 14th annual convention November 15 of the Maryland Association 
of Insurance Agents in Baltimore, James I’. White, advertising director, Maryland Casu- 
alty, urged that insurance agents should select as the primary objective of whatever 
local advertising they may do “to make yourself the best known insurance man im your 
area and your agency the best known agency.” If this result can be achieved, all else 
will fall into line almost automatically, in Mr. White's opinion. In his talk helpful ideas 
on effective advertising for an intangible were given and the over-all advice was offered : 
Don’t decide to stop your advertising as a useless expenditure just at the time it ts 


beginning to have some effect. High spots 


Some things must be advertised to be 
sold. No advertising, no business. If the 
advertising is good, business is good. If 
the advertising is bad, the business is 
bad. 

In these cases it is apparent that ad- 
vertising is a controlling factor in the 
success of the business. I would. like 
to repeat those two words—controlling 
factor—as conversely, advertising is not 
a controlling factor in the success or 
failure of the average local agency. 

Advertising will sell pork and beans, 
fur coats and diamonds. But, sad to say, 
I am sure that most of you will agree 
that it has never had much luck in 
selling insurance at the local level. 

That’s why the local agent is some- 
what behind the eight-ball when he 
starts to consider how best to use ad- 
vertising in his business. In fact, he is 
behind not one eight-ball but several. 

Selling an Intangible 

To start with, the product he has to 
sell is one of the intangibles—just a 
piece of paper whose value is dependent 
on future events which may never hap- 
pen. 

Worse yet, nobody really wants what 
he has to sell. They regard it at best 
as a necessary evil and in any business 
operation it is chalked up in the same 
category as such evils as taxes, heat, 
light and janitor service. Some people 
will not buy what he has to sell even 
after it has been demonstrated to them 
that it is idiotic for them to do with- 
out it. 

Nearly every other thing offered for 
sale fulfills either a natural or a cul- 
tivated desire already existing. You can 
walk down Main Street any time and 
see the noses pressed against the store 
windows filled with fur coats, television 
sets or Cadillacs. But most of us will 
live out our entire natural lifetime with- 
out ever witnessing the rare spectacle 
of anyone gazing into an _ insurance 
agent’s office with his tongue hanging 
out with desire to possess one of our 


nice new money and securities broad 
form policies. 
Of course, and fortunately, there is 


a brighter side to our picture. You don’t 
have to rely on advertising to sell insur- 
ance. It is not a necessity for your busi- 
ness as it is for most businesses. It can 
be sold with or without advertising. 

As we all know, there is only one way 
to sell insurance, and that is by per- 
sonal effort. Somebody once said that 
his idea of an ideal college classroom 
was Marshall Hopkins sitting on one 
end of the log talking and a student 
sitting on the other end listening. Like- 
wise, the ideal setup for selling insur- 
ance is you on one side of the table or 
desk sitting directly across from some- 
body who needs insurance, has_ the 
money to pay for it, and is willing to 
listen to you. 

sefore you reach this very pleasant 
situation, however, advertising can be 
of material assistance to you. The most 
successful agencies are those who have 
learned about the importance of adver- 
tising effectively. 

They have done it by keeping clearly 


of his talk follow: 


fixed in their mind at all times the ob- 
jective in the region they expect their 
advertising to help. It is this objective 
which is sometimes overlooked by a 
local agent when he first considers an 
advertising campaign. He does not have 
any real objective crystallized in his 
mind and without a fixed objective you 


can’t get to first base in anything. What 
is this objective? It is simply this: 

Be the Best Known Insurance Man 

To make yourself the best known in- 
surance man in your area, and your 
agency the best known agency. 

That and that alone is your primary 
objective in your advertising. If you 
can achieve this, all else will fall into 
line almost automatically and if the ad- 
vertising which helps you achieve also 
succeeds in the actual selling of some 
insurance policies, you can count your- 
self doubly fortunate. 

Such an objective is necessarily a long 
range one. It can’t be reached overnight, 
or by hit or miss methods of advertising. 
If you build a bridge half-way across 


a river and leave the rest unfinished, 
you can by no means count it a half 
success. It is in fact a total failure. And 


it is the same with the advertising cam- 
paigns of many agencies. They get half- 
way across the river and then they quit 
and feel that they have actually accom- 
plished something. All they have accom- 
plished is a wasteful expenditure of 
money which I am sure their wives have 
done for them with a great deal less 
effort. 

There is a hidden ingredient in your 
local agency advertising which is often 
overlooked. 

The Hidden Ingredient 


This ingredient is the element of time 








WHAT A RETURN 


there is, 


when you write Manufacturers (P|, policy 


Everyone needs personal liability protection. Where there 


are people there are accidents, and where there are accidents there 


are lawsuits. That’s a fact—and a good strong appeal to use on 


prespects. There’s a regular position waiting for you in 


Manufacturers lineup. Manufacturers wants tohelp 
you increase YOUR “returns” by writing " 


this profitable policy. A new, 


simple sales procedure is 
waiting for you. Con- 
tact our nearest office 
for details. 
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—Time. Never forget it. For if you dy & 
you may decide to stop your advertisin 
as a useless expenditure just at the ting 
it is beginning to have some effect, 
Your advertising may in a way k 
compared to the growing of a field oj 
wheat, or the growing of a tree, Yo 
may look at it day after day and dete: 
no sign of change, but at the end oj 
the season you will have a fine crop off 
wheat or a good sized sapling, 
There is a story that is told about the 
great American philosopher, Emerson 
One day he was visited by a_ rough 
vulgar young fellow, who, in his wp. 
couth way, began to harangue Emersoy 
on some subject or other. When he fin 
ished and waited for Emerson’s answer} 
*the great man replied: q 
“What you are speaks so loudly thah 
T could not hear what you said.” — 
That in essence is what you will er- 
counter in building up your insurance 
business. No matter what you say inf 
your advertising or how often you te. 
peat it, what you are far overshadows 
it in importance. The success or failure 
of your agency depends entirely on youf 
position in your community and the ref 
lationship which you have establishelf 
with it. 





COMPENSATION RATE REVISION 

Gibbs of Texas Calls Public Hearing fo) 

Nov. 28 in Austin; Also to Consider 
New Basis of Premium Rules 

Joe P. Gibbs, Casualty Insurance Com 
missioner of Texas, has called a publif 
hearing for Tuesday, November 2, it 
Austin to consider revision in workmen! 
compensation and employers’ liability 
rates, rating plans, classifications, mat: 
ual rules and endorsement forms. Ott 
specific item is a proposal for ament: 
ment and clarification of rules govert 
ing determination of remuneration 10 
premium basis to conform to a basi 
proposed to be used nation-wide alte 
December 31, 1950, 

Any rate revision or other chang 
approved by the Texas Board of Cot 
missioners, other than the basis of pr 
mium rules, will become effective on a 
after February 1, 1951. The new bas’ 
of premium rules, if approved, will be 
come effective on and after January! 
Carriers may, therefore, proceed wi! 
issuance of January policies. 








MO. COMP. HEARING NOV. 47 

C. Lawrence Leggett, Superintende! ; 
of the Missouri Division of Insuramty™ 
has called a public hearing for Wedat & 
day, November 29, in the State Cap 
Building, Jefferson City, to consittye 
general revision of workmen’s compe 
sation rates for the state, proposals 
editorial and classification changes 
the compensation manual and any othe 
changes which are felt by industry’ 
be necessary. 
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Hale on Insurance in 
A Mobilized Economy 


ADDRESSES AMA IN CHICAGO 





Consultant to Defense Dept. Stresses 
Coordination of Insurance Practices 


of Three Armed Services 





“fasurance Problems in a Mobilized 
Economy” was the subject of the address 
delivered by Clayton G. Hale, managing 
partner, Hale & Hale, Cleveland, before 
the insurance conference of the Ameri- 
can Management Association at Chicago, 
November 17. ; 

Saying it seems essential that some 
such facility as the War Damage Cor- 
poration be made available when there 
is a threat of war damage occurring, 
Mr. Hale declared: 

“My other observation on this sub- 
ject is that to my mind there is a great 
difference between the Federal Govern- 
ment’s creating an insurance company 
to be operated largely by the commer- 
cial insurance people on the one hand, 
and the commercial insurance people 
creating a company to be buttressed by 
the taxing power of Congress (which I 
recognize as the only adequate means ot 
dealing with the extreme risk of war 
damage) on the other hand—so great a 
difference that it seems to me that if the 
commercial insurance interests choose 
again to abdicate and default this func- 
tion to the Federal Government they 
should be slow thereafter to voice com- 
plaints against the Federal Government's 
encroaching upon private enterprise. 

Is Defense Department Consultant 

Mr. Hale said he would like to plant 
a solid foundation-stone of understand- 
ing with respect to the impingement of 
military procurement needs upon peace- 
time insurance practices. He said he 
had been asked to serve as insurance 
consultant to the Department of De- 
fense. The goal of this program is 
three-fold, he said: 

“Coordination of the insurance prac- 
tices of the three armed services, 
economy for the Government in connec- 
tion with tremendous rearmament ex- 
penditures, and the avoidance of any 
performance which might discredit the 
armed services through lack of thor- 
oughness or through inadvertence. I 
accepted the assignment with the stipu- 
lations that I should be free to go about 
it in my own way to my own satisfac- 
tion, and that my findings would stand 
as my findings and not be altered, irre- 
spective of whether any action might 
ever be taken upon them. As I looked 
at the three objectives I concluded that 
they were worthy ones beyond debate.” 

Stating that the reactivating of any 
common plan for war projects is largely 
une of a modified approach, Mr. Hale 
said in conclusion: 

Three Choices Available 

“There appear to be three general 
choices available in dealing with our 
problen: (1) Attempt to regulate the 
details of insurance in minute degree, 
with consequent large force of man- 
power and much paper work necessarily 
included; (2) set up guides for, and seek 
the cooperation of, the insurance indus- 
try, including companies and the vast 
system of agents and brokers and loss 
adjusters in every town or village, with 
a smaller force of personnel, and then 
watch for the first authentical instance 
of intentional evasion or fraud and pub- 
licize it in the trade press and eliminate 
the parties to it from further eligibility 

on military contracts; (3) complete 
looseness of administration, with cer- 
tainty of an eventual public investigation 
which could not do other than harm all 
Parties concerned irrespective of the 
final findings, 

“During the War there was some mild 
complaint from some of the insurance 
industry, and there were numerous in- 
Stances of refusing business under the 
Government rating plans, and there were 
Mstances of impeding the plans by re- 
lusal of elements within the insurance 
industry to give to each other the normal 
Cooperation found in non-military trans- 


(Continued on Page 36) 


KEHOE TALKS ON ATOM BOMB 
Tells AMA Casualties From Explosions 
Can Be Reduced by 50% Through 
Proper Civilian Defense Training 
Granted a few minutes warning, casu- 
alties from atom bomb explosions could 
be reduced by over 50% through proper 
organization and training in civil de- 
fense, said Edward J. Kehoe, fire and 
accident branch, New York operations, 
U. S. Atomic Energy Commission, in his 
address before the insurance conference 
of the American Management Associa- 
tion at Chicago last week. “The atom 
bomb,” he said, “is admittedly a terrific 
weapon but its effects are by no means 

infinite.” 

Mr. Kehoe’s subject was “The Atom— 
Your Personal and Property Risks.” He 
said that to say something is “radio- 
active” does not mean that it is neces- 
sarily lethal or that it must be feared; 
to say that something is “radioactively 
contaminated” is not sufficiently definite 
(unless the tolerance is indicated) “and 
does not necessarily mean that we can- 
not have any contact with it as a matter 
of fact, all of us have been living with 
radiation for a long time.” He continued : 

“The tolerance level used for the em- 
ploye in our plants is extremely low be- 
cause the man may be exposed day 
after day, year after year, for his entire 


working life. An individual who is ex- 
posed to raditation only on rare occa- 
sions, as for example the emergency 
condition of fire fighting, can take as 
many as 500 times the daily tolerance 
limit without any serious ill effects. You 
may be interested to know that you 
might be subjected to 50 times the daily 
maximum permissible dose during cer- 
tain types of x-ray fluoroscopic exam- 
inations.” 

The speaker said that hazard pay is 
not necessary in the plants and labora- 
tories of the Atomic Energy Commission 
and life insurance is available to workers 
comparable to those in other industries; 
very few people employed by the AEC 
and its contractors have to pay any extra 
premiums on life insurance because they 
work in the atomic energy program. He 
expressed the opinion that the radiation 
aspect of the Japanese blasts has been 
overemphasized in the minds of the 
people. He added that from the stand- 
point of physical damage, the problems 
of construction and protection from 
atom bombs are not fundamentally dif- 
ferent from those associated with bombs 
of the conventional type. 

From this viewpoint, Mr. Kehoe said, 
American steel industrial buildings would 
probably fare no better than those in 
Japan, adding that the sawtooth roofs 
designed as rigid frames would be es- 
pecially vulnerable to blast damage. 





SALES IDEA 
OF THE MONTH 


business-building ideas. 


Ask your Zurich-American field man for other 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 








New homes mean new business. Are you getting your 
share? Six million new households have been created ' 
in the U. S. since 1940, according to the Census 
Bureau. Each is a market for residence theft insur- 
ance. It will pay you to solicit those in your locality, 
for your business will grow as the families grow and 
their incomes and insurance requirements increase. 


But don’t overlook the insureds who have been on : 
your books for several years. They may need greater _- 
coverage now because of rising property values and 
newly acquired items. Uncover this hidden business 
by suggesting an inventory to check their needs in 
the light of today’s replacement costs. 
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Strong Case for Higher 
Limits Made by Rowe 


SPEAKS AT AMA CONFERENCE 


Tells Buyers That Cost of Increased 
Protection Is Relatively Much Lower 
as Limits Go Up; Gives Case History 


A strong case for higher limits of 
third party coverage was made by Royce 
B. Rowe, vice president, Lumbermens 
Mutual Casualty, Chicago, when he 
spoke November 16 in Chicago before 
American Management Association’s in- 
surance conference at Hotel Drake. Mr. 
Rowe declared that thousands of firms, 
especially in the medium size group, 
would be in the market for the higher 
limits “if they were sufficiently aware 
that the cost per thousand dollars of 
insurance is relatively much lower as the 
limits increase.” 

The speaker’s recommendation was 
that it is vitally necessary at this time 
for insurance buyers “to raise their 
sights if their policies are going to be 
large enough to safeguard the assets en- 
trusted to their care.” He explained that 
many factors are at work, such as the 
increasing skill with which personal in- 
jury cases are commercialized, the new 
generosity of jurors, and the declining 
value of money, which make it clearly 
necessary in his judgment to raise the 
limits in third party cases. 


Cites Tragic Street Car Crash 


Pointing with dramatic effect to a 
recent tragic accident which made the 
daily newspaper headlines, Mr. Rowe 
said: “In a western city some 36 people 
were trapped and fatally burned when 
the street car in which they were riding 
collided with an oil truck. I am reliably 
informed that the 35 fatalities in this 
crash and the personal injury cases are 
conservatively expected to cost over 
$1,000,000. It has been said that the 
street car company, in a well intentioned 
economy move, decided not to renew its 
high limits catastrophe insurance cover- 
age. Approximately $100,000 in premium 
was temporarily saved, but as_ things 
now stand, failure to renew was in itself 
a substantial catastrophe for the street 
car company. 

“But let us not be too hasty to criti- 
cize the street car people. It doesn’t 
necessarily follow that they were guilty 
of bad judgment in failing to renew their 
catastrophe coverage. In light of the 
one costly accident which followed, the 
company lost considerable money. 
Nevertheless the wisdom or folly of 
purchasing large limits of coverage must 
be judged, not in the light of a particu- 
lar accident but in the light of the en- 
tire picture over an adequate period of 
time, as respects probable losses, insur- 
ance cost and other factors. Often the 
geographical area in which a concern 
operates may be more important than 
anything else in determining proper lim- 
its of coverage. Obviously a small truck- 
ing company, operating exclusively in 
rural Wyoming, wouldn’t need nearly the 
limits required to protect a similar firm 
doing business in New York City.” 


Five Times More Protection at 20% 
Increase in Cost 


Mr. Rowe gave the buyers food for 
thought when he explained the sizable 
reduction in cost which higher limits 
would give them. “For example, a manu- 
facturer is paying $10,000 in premium fo 
$5/10,000 limits for his general liability 
policy. By increasing his premium only 
20% or $2,000 in money, he can secure a 
policy providing limits of $25,000 for in- 
iuries to one person and $50,000 for in- 
juries arising out of one accident. He 
gets five times as much protection for 
a 20% increase in cost. If he increases 
the $10,000 premium on his 5/10 policy 
by 27% to $12,700, he can purchase a 
policy providing $100,000 for injuries to 
one person and $300,000 for injuries aris- 
ing out of one accident. In other words, 
for slightly over one-fourth increase in 
the cost of his insurance, he increases 


(Continued on Page 36) 
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Travelers Promotes 
Nine of Its Actuaries 


TARBELL-WOOD ANNOUNCEMENT 
Barber, Matthews, McManus, Jones, 
Elston, Clarke, Maglathlin, Furnivall 
and LaCroix Comprise List 


Nine promotions in three actuarial de- 
partments of the Travelers Insurance 
Cos. are announced by Chief Actuaries 
Thomas F. Tarbell and Milton J. Wood. 

Mr. Tarbell reported four advancements 
in the casualty actuarial department. H. 
T. Barber has been named actuary; A. 
N. Matthews, associate actuary; R. J. 
McManus, assistant actuary and H. W. 
Jones, statistician. 
~ Mr. Wood announced five promotions 
and the creation of a new accident end 
eroup actuarial department. James 5S. 
Elston and John W. Clarke have been 
appointed associate actuaries in the life 
actuarial department. 

Ralph H. Maglathlin and Maurice L. 
Furnivall have been named associate ac- 
tuaries and Harold F. LaCroix, Jr., 
assistant actuary in the new department. 

Barber Heads Actuarial Society 

Mr. Barber joined Travelers in 1919. 
In 1929 he became assistant actuary and 
in 1945 was named associate actuary. A 
fellow of the Casualty Actuarial Society, 
Mr. Barber is currently president of the 
society and is a former member of its 
council. The organization has published 
several papers by Mr. Barber. He was 
graduated from Trinity College in 1919 
with a B.S. degree. He is vice presi- 
dent of the National Alumni Association 
of Trinity and is chairman of the 1951 
Alumni Fund Committee. Mr. Barber 
has represented Travelers on the actu- 


arial committees of rating boards and 
bureaus of several states. 
Mr. Matthews joined Travelers in 


1922, He was named assistant actuary 
in 1943. He is a fellow of the Casualty 
Actuarial Society, a member of the 
Town Council in Windsor and an Alumni 
7 Born in 


Trustee of Loomis Institute. 
Windsor, Mr. Matthews was educated 
at Loomis and received a B.S. degree 


from Trinity in 1921. 

Mr. McManus came to the Travelers 
in 1910. In 1925 he was promoted to 
Assistant Statistician and in 1928 to 
Statistician. He is a fellow of the Casu- 
alty Actuarial Society and has been edi- 


tor of “proceedings” of that organiza- 
tion. Born in Hartford, Mr. McManus 
was educated in local schools. 

Joined Travelers in 1926 


Travelers in 1926 
in the agency statistical department. 
Prior to his promotion to assistant 
statistician in 1948, he served in the cas- 


Mr. Jones 


joined 


ualty accounting and casualty actuarial 
departments. Born in Stamford, Mr. 
Jones attended East Hartford High 
School. He lives in Glastonbury. 


Mr. Elston, an actuary of interna- 
tiona! prominence, has been with Trav- 
elers since 1913 and was appointed as- 
sistant actuary in 1919. He is a fellow 
of the Society of Actuaries, the Casu- 
alty Actuarial Society, Royal Statistical 
Society, American Public Health Associ- 


ation and the Institute of American 
Genealogy. He is a former council 
member of the Actuarial Society of 


America and the Casualty Actuarial So- 
ciety and was a vice president of the 


American Institute of Actuaries, and 
edited the “Record” of the Institute 
for 18 years. He has written several 
works and papers on actuarial and 
genealogical subjects including papers 


presented to international congresses of 
actuaries at meetings in London and 
Stockholm, and has compiled ten vol- 
umes of indexes of publications of sev- 
eral actuarial organizations. Mr. Elston 
was principal contributor to a volume 
entitled, “Sources and Characteristics 
of Principal Mortality Tables.” Born in 
Montana, he was graduated from Cornell 


n 1911 with an A.B. degree. He is a 
member of Phi Beta Kappa. 
Mr. Clarke came to the Travelers in 


1937 and in 1948 was made assistant ac- 
tuary. He is a fellow of the Society 
of Actuaries and of the Casualty Actu- 


arial Society. A native of Kingston, 
N. Y., Mr. Clarke was graduated from 
Cornell University in 1937, with mem- 
bership in Phi Beta Kappa. Mr. Clarke 
is a veteran of four years service with 
the Army Air Force and was separated 
from active duty as a captain. He is 
currently a third year student at the 
University of Conn. School of Law. 
Mr. Maglathlin has been with Trav- 
clers since 1936. In July, 1950 he was 
appointed assistant actuary. He is a 
fellow of the Society of Actuaries and a 
member of the American Pension Con- 
ference. During World War II he 
served with the Navy and was sepa- 
rated from active duty as a lieutenant. 


















Mr. Maglathlin was graduated from Wil- 
liams College in 1935 with an A.B. 
degree. 

Mr. Furnivall joined Travelers in 1919 
after service with the Army during 
World War I. Before that he had 
been an engineer with the Connecticut 
State Highway Department. Mr. Furni- 
vall is a native of Arlington, Mass. He 
attended Hartford High School and is a 
eraduate of Trinity College. 

Mr. LaCroix came to Travelers in 
1946. A fellow of the Casualty Actu- 
arial Society, he was graduated from 
Harvard with an A.B. Degree. During 
World War II, Mr. LaCroix served as 
a lieutenant with the U.S. Navy. 





Behind the Scenes With 


YOUR INSURANCE COMPANY ... An 
insurance company service called Loss Preven- 
tion not only reduces accident and health haz- 
ards, but by reducing the opportunities for 
embezzlements, makes a vital contribution to- 


ward safeguarding business. 


“Here’s an 
Inside Story 


about an 


Inside Job” 











“I’m the President of a drug company. My main job has been 
building up our business and, back in 1945, I turned over 
our insurance buying to one of our executives. 


“It was only when profits took an unexpected dip that I again 
looked into our insurance picture. Our general insurance 
program seemed all right . . . but our protection against 
employee dishonesty was dangerously low! So low, in fact, 
that I called in our insurance agent. 


“He asked for a few days to check over the situation. After- 
wards ke not only recommended a better plan of employee 
bonding but also came up with some practical suggestions 
about our internal safeguards and auditing. One of these 
suggestions nipped an embezzlement in the bud—caught one 
of our men cashing bonus and discount checks from drug 
manufacturers for his own use. We could have lost plenty. 
Right then Loss Prevention took on a new meaning to me. 


“That’s why I won’t forget the importance of employee bond- 
ing—no matter how large cur business grows.” 


Remember: Employee bonds that keep pace 
with your business are your only sure safe- 
guard against crippling embezzlement losses. 
Call one of our agents and have him set up 
this protection—tailored to your needs. 


HMERICAN SURETY 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY + SURETY + CASUALTY + INLAND MARINE + ACCOUNTANTS LIABILITY 





Mass. Auto Rates for 
To Be Debated Noy, » 


INCREASES BRING PROTESq; 


Public Will Be Heard at Boston Hea. 
ing; Over-all Increase 5.2%; 
Harrington Under Fire 

There will undoubtedly be plenty gj 
fireworks at the public hearing next 
Monday, November 27, in Boston, ¢ 
by the Massachusetts Insurance Depar. 
ment for a discussion of the  tentatiy 
compulsory automobile liability jngy. 
ance rates for 1951. When the ates 
were announced last week, pointing tj 
an over-all increase of 5.2%, they 
and complaints from officials in Mage. 
chusetts cities and towns which will fe 
the impact of the boosts. Boston news. 
papers, playing up the public indigna. 
tion, headlined the fact that it is the 
first time in three years that an oyer. 
all jump has been ordered. 

The casualty companies had sough 
an increase of 8% in the 1951 rates 
However, Insurance Commissioner €, 
J. Harrington rejected this recommen. 
dation as well as the proposal of the 
Massachusetts Automobile Rating 
Accident Prevention Bureau (submitted 
for the third successive year) that pr: 
vate passenger car rates be graded by 
age of driver and use of car. f 
Louden Cites Reason for 1951 Increase 

In justification of the proposed 195] 
rates John H. Louden, fourth Deputy In- 
surance Commissioner, explained: “The 
increase is due not only to increased 
severity of accidents but to an increase 
in claim frequency annually since World 
War II.” This explanation was. chal- 
lenged as “inadequate” by Mayor Hynes 
of Boston who was irate over the $2 
increase for Boston car owners. He has 
directed the city law department to 
Oppose the tentative rates at next Mon- 
day’s hearing. 

“T will be interested in seeing statis- 
tics to determine whether the rise in 
claims is proportionately greater than 
the increase in the number of cars regis- 
tered, since the insurance companies to- 
day obviously are taking in more money 
in premiums than ever before in the 


history of the state,” Mayor Hynes 
charged. 
Resentment ran rampant in Worces- 


ter because its car owners get the big- 
gest boost in rates, a staggering $7.80 
This will advance its rate from $2970 
to $37.50. Revere and Chelsea will have 
the dubious distinction of paying the 
Ivghest rate next year of any cities in 
the state, if the tentative schedule 1's 
approved, A figure of $56.50 is set for 
each city, representing a jump of $2.8) 
for Chelsea and a rise of 20 cents for 
Revere. 

However, in some 205 cities and towns 
in Massachusetts motorists will pay 
from 20 cents to $1.20 less for their 
compulsory car insurance in 1951 than 
they paid this year. 

Harrington’s Ouster Demanded 

At the height of last week’s excite: 
ment a demand for the removal of Com- 
missioner Harrington was made by Rep- 
resentative Harold J. Canavan (Dem.) 
of Revere, who sponsored the flat auto 
rate referendum which was defeated 
overwhelmingly by the state’s voters at 
the November 7 election. Although Mr. 
Harrington’s term expired last April / 
no action has since been taken by Gov- 
ernor Dever to reappoint him or name 
a successor. Mr, Canavan’s letter to the 
Governor, bitter in tone, charged that 
the insurance companies had conducted 
a campaign of misrepresentation to de- 
feat the flat rate referendum. He further 
charged that the Commissioner had de- 
liberately withheld the tentative rates 
until after the election to help defeat 
the referendum. ; 

In defense of the tentative rate Ir 
creases for 1951 S. Bruce Black. prest 
dent of Liberty Mutual of Boston, 
pointed out that they are lower than 
those of ten years ago. 
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RW. Dick Heads Society of 
Former F.B.I. Special Agents 





Matar 
ROBERT W. DICK 


Robert W. Dick, crack investigator of 
fraudulent insurance claims for the As- 
sociation of Casualty & Surety Compa- 
nies, was elected president of the So- 
ciety of Former Special Agents of the 
FBI, Inc. at the annual meeting held 
November 17 in New York City. 

Mr. Dick served for four years with 
the F.B.1. Since joining the association 
in 1940 to assist in the expanding in- 
vestigative services of the Claims Bu- 
reat, he has been instrumental in break- 
ing up numerous fake accident rings 
which had swindled insurance companies 
and policyholders out of hundreds of 
thousands of dollars. At present, Mr. 
Dick is administrative assistant to the 
manager of the association’s Claims Bu- 
real, 


Spaulding Succeeds Lewis 
(Continued from Page 30) 


post of vice president and general man- 
ager for the Aetna Life Affiliated Com- 
panies with full executive responsibility 
for the conduct of their business in 
New York City in casualty, bonding, 
fire and maritime lines. Mr. Spaulding, 
in turn, has been assistant general man- 
ager in New York since 1940 and as 
Mr. Lewis’ successor he will assume the 
same executive responsibility. 

Spaulding Began as Special Agent 

in 1922 

Claude T. Spaulding started his in- 
surance career in 1922 as a special agent 
tor the Aetna Casualty & Surety, spe- 
cializing in the production of accident 
and health business. Later, as home 
otice representative, he assumed super- 
visory duties over production in these 
lines, also serving as instructor in charge 
of the company’s accident and health 
sales course. In 1930 Mr. Spaulding 
Was promoted to field supervisor and 
placed in charge of the company’s acci- 
dent and health production. Later he 
Was given supervisory duties in all lines. 
Mr, Spaulding was transferred to the 
New York office in 1938 as manager of 
the agency and brokerage department 
in charge of production, and two years 
ater was promoted to assistant general 
Manager under Mr. Lewis. 

A native of Marcellus, N. Y., Mr. 
Spaulding was graduated from the Uni- 
Versitv of Buffalo and was engaged in 
the drug business prior to entering 
the U.S. Army in World War I. He is 
4 member of the Insurance Federation 
ot New York, Casualty & Surety Club 
ot New York, Casualty Managers Asso- 
“lation of New York and the Drug & 
Chemical Club. 

ewis 31 Years With Aetna Companies 
cngitly known in New York insurance 

8, Mr. Lewis has been associated 


with the Aetna organization for 31 
years. Born in Indianapolis, he was 
educated at Shortridge, Ind., high school 
and at Butler University, where he was 
captain of the football team. He entered 
the insurance business as a claim ad- 
juster for the Union Casualty Co., later 
becoming assistant superintendent of the 
plate glass and burglary department of 
the Prudential Casualty Co. in Indian- 
apolis. During World War I, Mr. Lewis 
was commissioned a second lieutenant 
in the U.S. Army and attained the rank 
of captain in the infantry. 

Mr. Lewis joined the Aetna organiza- 
tion in 1919, as a special agent in Indian- 
apolis, handling miscellaneous casualty 


lines. He then was transferred to the 
bond department and later went to the 
Lansing, Mich., office as bond depart- 
ment superintendent. Subsequently he 
served in a similar capacity at the Den- 
ver, St. Louis, Indianapolis and Phila- 
delphia branch offices. In 1932 he was 
named manager of the Washington 
office and in 1936 was transferred to 
the New York office as assistant vice 
president. He was promoted to vice 
president and general manager in 1937. 

Prominent in local insurance affairs, 
Mr. Lewis is a director and former 
vice president of the New York Board 
of Trade; chairman of the Casualty 
Managers Association of New York and 


Firemen’s 95 Years Old 


An informal luncheon will be given 
in the home office of the Firemen’s In- 
surance Co. of Newark on Thursday, 
December 7, the occasion being the 
company’s 95th anniversary. 





on the executive committee of the In- 
surance Federation of New York State. 
He is a former president of the Casualty 
& Surety Club of New York, the Un- 


derwriters Golf Association of New 
York, and a member of the Drug & 


Chemical Club. 
board of directors of the 
ings Bank. 


In addition he is on the 
Harlem Sav- 
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Rowe on Higher Limits 
(Continued from Page 33) 
his protection 20 times for injuries to 
one person and 30 times for injuries 
arising out of one accident. If the orig- 
inal premium for a 5/10 policy is in- 
creased only 30% to $13,000, the policy- 
holder can secure coverage of $500,000 
for injuries to one person and the same 
amount for one accident. Here the in- 
crease in protection amounts to 100 
times the original $5,000 for injuries to 
one person and 50 times the original 
$10,000 provided for injuries arising out 

of one accident. 

“These comparative figures can be du- 
plicated in the purchase of automobile 
coverage and any other lines. However, 
there is at least one important excep- 
tion that you might expect me to men- 


tion. This is the serious concern in 
some cases, even the alarm, now felt by 
many firms and corporations because 
they cannot get any substantial, to say 


nothing of really adequate limits of cov- 


erage, on third party property damage 
exposure. Here is how this kind of 
situation arose. About seven years ago 


the very high loss ratio experienced by 
fire companies drove them to recoup 
their losses by vigorously prosecuting 
subrogation claims whether $3 or $300,- 
000 was involved. Hitherto that had 
not been done. If a fire negligently 
arises on your premises and does seri- 
ous damage to your neighbor’s property, 
you may be sued, and hence the real 
need that you be protected by property 


damage coverage. It would seem that 
this question of adequate limits on 
property damage coverage may be one 


of those cases where joint consideration 
by a committee represent itive of policy- 


holder, insurer, reinsurer and insurance 
commissioners might develop a_ policy 
that business could afford to buy and 


insurers afford to sell. 
Three Cases of Inadequate Coverage 


“In the past 12 months, in my own 
company, we have had three cases where 
the boiler and machinery coverage for 


th'rd party property damage was hope- 
aie inadequate. An Illinois bakery 
that we insured had $25,000 limits and 
needed $180,000 to settle the claims from 
one explosion. An Illinois grain mill 
had approximately $25000 in limits and 
had to use $75,000 of its own money to 
clean up a large loss. A machine plant 
in Michigan insured for $25,000 had a 
loss of $150,000. Two engineers of large 
experience in the boiler and machinery 
field inform me that 80% of the boiler 
and machinery risks in the United States 
are without adequate limits to protect 
them on these third party property dam- 
age claims.” 

The speaker then turned to the most 
serious phase of his subject—‘What 
should the limits be as respects death 
and personal injury?” On this problem, 
he said: 

“To my personal knowledge four re- 
cent individual cases in the vicinity of 
Chicago cost over $100,000 each. In one 
of the cases the jury’s verdict was $175,- 


000. In another it was $125,000. Within 
the last six months a Florida jury 
awarded a plaintiff $260,000. The Su- 


preme Court of Florida in this instance 
thought the verdict excessive and sent 
the case back for another trial on the 
question of damages only. Nevertheless, 
it is exact to say that the trend every- 
where is not only higher verdicts but 
verdicts so substantially higher, so fre- 
quently given and so seldom disturbed 
by reviewing courts, that responsible 
insurance buyers who fail to recognize 
that times have changed, do so at their 
peril. What would you think of the 
buyer of life insurance, fire insurance 
or the buyer of a pension who geared 
his purchase to the buying power of 
money twenty years ago for the needs 
of today? 
“Since Pearl 
power of an 
to 52 cents. 


Harbor the purchasing 
American dollar has shrunk 
Juries know that and their 
Infla- 
There will 
post-Korean decrease in 
of money because all the 


verdicts prove that they know it. 
tion is again on the march. 

serious 
value 


be a 
the 


factors operating in the decade after 
Pearl Harbor are again at work. Twenty 
vears ago, the average insurance buyer 
carried a $5/10 policy on his automo- 
bile. Today, if he can possibly afford it, 
he carries double that coverage. It is my 
considered judgment that the $100,000/ 
300,000 third party coverage carried by 
thousands of our leading American cor- 
porations is as inadequate for those 
corporations as a $5/10 automobile policy 


is inadequate for today’s average car 

owner. . 
“As I see it, our leading American 

firms should have limits in most cases 


of not less than $250,000 for injuries to 
one person and $1,000,000 for injuries 
from one accident.” 





Hale on Mobilized Economy 


(Continued from Page 33) 
actions; but at this distance from War 
II the principal unfavorable impression 
of the business seems to be nothing 
worse than the memory of a burdensome 
mass of abnormal paper work (“red 
tape”) required at a time when a large 
part of the trained employes were away 
in the armed forces. 
Experience as a Guide 

“With the experience of War II as 
a guide, and with the sober understand- 
ing which the insurance industry, and 
citizens in general, have acquired from 
the years of war and uneasy peace and 
the current situation in Korea, it fine 
appear to be safe and preferable to veer 
more heavily from a position of mid- 
way between (1) and (2) in the direction 
of (2). The very sensitiveness of the 
insurance industry, as a purveyor of an 
intanglible commodity or service based 
on public confidence, contributes to this 
approach; and unfavorable publicity and 
ineligibility in future transactions are 
very real deterrents, together with the 
fact that insurance companies, agents, 
brokers, and in some states loss adjust- 
ers, are under a system of state li- 
censes.” 
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Referring to Catherine (Loyalty Group, 
Chicago) Meade’s 


difficulty 


readers 


statement 


about the 
experienced in sending 


stamped envelopes from Canada or Eng- 
we have an interesting comment. 


land, 


This 


who 


Says: 


who 


comes from 


wishes to 


a reader in 
remain 


anonymous, 


Montreal 


He 


“About the English correspondent 


failed to 


send 


return 


postage 


for 


the reason that English stamps are not 
interchangeable with those of the United 


States, 


do want to mention the Inter- 


national Postage Coupon—little known— 
which may be purchased at post offices 
in every country belonding to the Postal 
Union for a trifle more than the equiva- 
lent amount of postage it is desired to 


remit.’ 


Thanks, 


the dope. 


Personal to Linotypers: 


* 


pal, for 


* * 


giving 


us 


Word comes 


from Delhi this morning, to tell us that 


Tribhuvana 
of Nepal, 
vana 


long 


John 


and 


Bikras 
the 


Bir 
live 


J. (New 
Mayor 


new 


Bir Bikram, 
has been deposed. 


T ribhuv ana Bir 


es 


is politically 


of Demarest, 


former King 
Tribhu- 
dead— 
Jikras! 


insurance broker 


New 


Jersey) Coady ‘recently told us the story 
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of the boy who came home from chure} 
and was asked by his mother what the 
sermon had been about. The lad said: 
“Keep Your Shirt On, the Blankets Wij 
Soon Be Here.” Mother was sure her 
son had not been to church, and imme. 
diately ‘phoned the minister to find ow 
what his topic had been. He said: “Be 
patient, the Comforter will come.” 
x Ok Ok 

In Prentice-Hall 
gagement was announced and _ almos 
missed by us. We would have hated to 
deprive our hard-working linotypers of 
the news that Irene Vlahakis, of the 
Service Sales Department of Prentice. 
Hall, is engaged to Tasos Yacalis, The 
present Miss Vlahakis says she expects 
to be Mrs. Yocalis early next year. 


» . 
Phorum, one ep. 


x ok x 
With Joe Di Maggio in Japan ona 
tour, Joe Ricardel recently said that it 


is nice to see the Japanese worshipping 
a Hero Hitter and not a Hirohito, Who's 


on First ? 

* ok x 
John _H. (President, Life Insurance 
Field Force of America) Drummond, 


€LU, who wrote the closing chapter of 
Prentice-Hall’s new “How to Multiply 
Your Life Insurance Sales” is now ad- 
dressing his envelopes in black India 
ink, using a broad brush stroke—and 
most effectively. Nice goin’, Jacques, me 
b’y. 
x ok Ok 
If you call a flock of heron a “covey,” 
then and then only, we saw a covey of 
heron the other Funday while driving 
from New York to New London, Conn. 
They were moving their beaks percep- 
tively, but, as we could hear no sounds, 
we wondered if we were “hard oi 
heron.” 
x * Ok 
Believe-It-Aw-Nuts Department : Word 
comes from one of our friends who is 4 
New York restaurateur that he wil 
serve heated napkins during the coming 
winter. Hot stuff, we calls it. 
x * Ok 
Dot (the insurance world’s Girl Fr- 
day) Dope says she walked by Tiffany's 
last week, looked in the show window 
and couldn't figure why they say “dia 
monds are a girl’s best friend.” 
* * Ox 
One of our friends whose advertising 
agency is handling the Buick account, 
hopes to save some of his salary so be 
can buy a Cadillac. 
x x 
Emanuel (Larick Manufacturing Co.) 
Larick tells us that he received so many 
requests as the result of our item 2 
month ago offering that plastic envelope 
opener and magnifying glass, that the 
poor chap has run out of them. Once 
more proving the “pow er of the (Easter 
Underwriter) press.’ 
* x 
Hope you had a Happy Turkey yes 
terday. Please pass the bicarbonate of 
soda. 


MERVIN L. LANE 





STANDARD ACCOUNT DIVIDEND 
Standard Accident’s board of directors 
has declared dividend No, 272 of 40 cents 
per share to be paid December 5, 
to common stockholders of record a 


November 24, 1950. 


s of 




























































